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High Class Salesman Wanted | 
Ea ae PROGRESSIVE COMPANY 


Credit Insurance begins where Fire Insurance stops—after DEVELOPS 
merchandise has left the protection of four walls, and been 


Set on PROGRESSIVE SALESMEN 


And American Credit Insurance does far more than merely 
provide for the payment of abnormal losses. It establishes 

a safe credit basis. It promotes the means to prevent losses. ‘ THE 

It eliminates waste, and reduces the failure rate. 

Thus, when you sell American Credit Insurance, you are 4 SOUTH EASTERN LIFE 
selling a constructive and highly desirable Service needed 
and wanted by the leading Manufacturers and Jobbers. 














This calls for integrity and ability of the highest order— 


IS 
for an Al salesman. To such a man we can offer an un- 
usual opportunity. 


Commission basis only. 
ARE YOU 


THE AMERICAN CREDIT 
INDEMNITY COMPANY _ THE MAN? 


of NEW YORK E. M. TREAT, President 
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VICE PRESIDENT AND SUPERINTENDENT OF AGENTS 


GREENVILLE SOUTH CAROLINA’ 
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Offices in all Principal Cities 


A. B. Treat, Gen’! Eastern Mor. 
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SOPRENDER AT SAN 
ONT-T 
We are prepared to offer unusual opportunities for money- 
making NOW and creating a competency for the FUTURE. 
For Contracts and Territory, address 


H. M. HARGROVE, President BEAUMONT, TEXAS 








We have something to offer in. the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 











The Fireman’s Fund 
is in the front rank 
in fire, marine and 
automobile insurance. 





ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are writing at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents’ - 


Home Office: BAY CITY, MICHIGAN 
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HE rapidity with which the processes 

of readjustment have gone on dur- 

ing the last few months has forced many 
people, formerly in very comfortable cir- 
cumstances, to unexpected retrenchments. 
Unemployment has increased by leaps 
and bounds and cuts in wages have not 
been infrequent nor lacking in severity. 
These things all mean that the general 
public is bound to reduce its expenditures 
and its list of requirements. The ques- 
tion now arises as to how life insurance 
will weather the storm. There are those 
who are bound to consider it an unneces- 
sary expenditure, especially those who 
bought recently on the strength of flush 
times. Then there are those who will be 
so reduced as to find it incumbent upon 
them to distinguish between essential and 
other expenditures, and life insurance 
will get another jolt there. Just how well 
the companies are prepared for resisting 
these blows is a question. Lapsations are 
bound to be extraordinarily frequent for 
next few months unless unusual means 
are taken to hold the lapse rate down. 
About the only solution of the problem 
will be personal work on the part of the 
official and agency staffs of the compa- 
nies as well as a cautional reiteration of 
the value and purpose of life insurartce. 
It would not be amiss to apply here the 
well known adage, “An ounce of preven- 
tion is worth a pound of cure.” In other 
words the companies could send litera- 
ture to their policyholders which would 
be conceived to foster the value of insur- 
ance and prevent lapsation in advance. 
Or, if that be too general, then the agency 


staff might keep the home office informed 
as to those among their clients who show 
signs of financial embarrassment as that 
the company could confine its prevention 
campaign to that class of its policyhold- 
ers. Such a campaign might serve, at a 
reasonable cost, to hold many in line who 
would have otherwise dropped their in- 
surance from lack of interest, once their 
money began to ebb. 


HERE are very likely a large number 

of life underwriters throughout the 
country who would be astonished at the 
information that the Life Underwriters 
Association of New York manages its 
bulky membership and variety of activi- 
ties without the aid of a paid secretary. 
To many, New York is a place where up- 
to-dateness originates. But the big city 
often shows hide-bound conservation in 
the most surprising places. So it is that 
many smaller associations are far in ad- 
vance of the Life Underwriters of New 
York in this particular. Laying aside the 
questions of past experience and of loy- 
alty and ability of the officers, there is 
no doubt but that the membership of the 
New York association could be increased 
to a figure commensurate to the size of 
the city and the number of agents work- 
ing there, if a competent person could 
devote himself exclusively to such a 
work. Then there are a hundred and 
one details of organization which are at- 
tended to now by officers who can but ill 
afford to give their time to such work. 
They perform them simply because of 
their loyalty to the cause. But a paid 
secretary could handle the work much 
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better and could accomplish more. He 
would also be available to help out mem- 
bers in many legitimate causes which are 
neglected at present. Violations of the 
agency laws could be followed up much 
more vigorously with a single man at the 
head of things to devote his time to them, 
instead of a dozen, as is now the case. 
Yes, the New York Association needs a 
paid secretary badly, and there is but 
little doubt that they will get one. Those 
in favor mean business this time. 


HE National Marine Show, held in 

the Grand Central Palace of New 
York during the past week, offered to 
insurance companies doing marine busi- 
ness an unusual opportunity for effective 
publicity work. Practically every indus- 
try with any connection whatsoever to 
the marine business was represented 
there, excepting insurance. Probably 
many of the classes of trade having 
booths there were not nearly as 
closely allied to the marine business as 
is insurance. Yet, with the great room 
and its balcony crowded with potential 
buyers of insurance, not a single sign, 
folder or booth could be found in the 
place which had anything to do with the 
business. In such times as these, publicity 
is a desirable thing for those companies 
which are sound and can show figures to 
prove it. 


HE National Association of In- 
surance Agents, in its dispute 

with the Fireman’s Insurance Com- 
pany of Newark and in its general at- 
titude on bank agencies, has created for 
itself a peculiar position among insurance 
organizations. Although its midwinter 
meeting is yet a month and a half away, 
a considerable interest is manifested re- 
garding the outcome of its deliberations. 
The announcement that the program will 
be little more than sketchy in character 
does not serve to allay any of this curi- 
osity. Yet a little quiet thought as to the 
possibilities before the agents might 
operate to relieve their tension. Further 
than they have already gone, the agents 
cannot reasonably go, without incurring 
risks of serious opposition. The agents 
have already received assurance as to what 
would happen if they should lay them- 
selves open to a charge of conspiracy 
and they are not likely to act hastily. On 
the whole, without questioning the merits 
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of the situation, there seems to be every 
reason to believe that the agents are satis- 
fied with what has been done and will 
not attempt to do anything more than 
possibly to reiterate their former resolu- 
tions on the subject of bank agencies. 
The only other contingency would be that 
of a split in the ranks, but those who are 
well informed must seriously doubt the 
possibility of anything of that sort. The 
agents are very strong on this question 
and have been practically unanimous in 
supporting the position taken by the Na- 
tional Association. There is not likely to 
be any opposition strong enough to be 
worth mentioning. 


The Readiustment Period 

An officer of a prominent fire insurance com- 
pany recently addressed its agents as to the 
problems of this period of readjustment, as 
they affect the fire insurance business. He said, 
in part: 

As you no doubt are aware, we are going 
through the period of readjustment, and there 
will be many failures and fires, due to moral 
hazard which will necessarily follow. While 
we do not care to be over-cautious in the ac- 
ceptance of business, we do believe that it is 
necessary to write to our representatives and 
bring to light certain points, so that they will 
feel that we are endeavoring to protect their 
interests as well as the companies we 
represent. 

Therefore, it is essential that due care and 
diligence is used in underwriting the business 
which comes before them, and we would ask 
that especial care shall be used in the accept- 
ance of lines where the assured has little, if 
any, financial responsibility. 

On the other hand, in dealing with risks 
where there is no question as to physical or 
moral hazard, we shall endeavor to lend what- 
soever assistance we can to take care of lines 
which will assist you to build up business for 
the company in your agency. 





Daylight Saving Plan. Meeting 

The Merchants Association of New York 
has called a meeting of industrial and financial 
organizations to create an eastern zone day- 
light-saving association which will be held 
Wednesday, February 9, at 10 A. M., in the 
assembly room of the Merchants Association 
of New York in the Woolworth building, 233 
Broadway, New York. The proposed organi- 
zation will seek to secure the adoption by Con- 
gress of a  daylight-saving law uniform 
throughout the eastern zone, and its retention 
or adoption by all States within that zone, and 
of similar municipal ordinances by cities and 
towns in that zone. Business organizations in 
Boston, Pittsburgh, Philadelphia, Baltimore 
and in New Jersey are co-operating in the 
movement. 


Utah Bond Order Rescinded 
The Utah State Industrial commission has 
rescinded its order made on December 30 last 
which required all self-insuring firms and in- 
dividuals to furnish a bond of not less than 
$25,000. 
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NEW YORK SURVEYS 

The Return.—The moving of the Wallace 
Reid Agency into the building on William 
street, occupied for so many years by the 
W. A. Banta Agency, has this very interesting 
thing about it, that it takes back to the same 
building many of the companies which were 
there in the old agency for so many years. The 
building, although small, is well adapted to a 
single agency, and after all is nearer the heart 
of things now than in the Maiden Lane loca- 
tion. 

As to Fire Prevention.—Are we gaining 
on the problem of fire prevention, or are we 
still in the low state of fire protection? When 
one reads day by day of the steady loss of 
valuable property, even though it be unaccom- 
panied by the loss of life, one is very skeptical 
as to our progress. But in addition, when we 
consider those cases where life is lost or se- 
riously jeopardized, are there any signs of im- 
provement? Possibly we may be like the famous 
general of old, who, when the battle went 
strongly against him, remarked, “I see that [ 
must commence to fight,” and started all over 
again. 

One Phase of Present Losses.—A notice- 
able feature of the present loss reports is that 
in the final settlement the insurance proves as 
to sound value generally greatly in excess. In 
many cases it is double sound value. This is 
due to the fact that insurance was taken out 
when the values were at the high point, but the 
losses are now being settled on the low. The 
result is that in all such cases there has been 
a contribution to the insurance fund far in ex- 
cess of the necessary amount to cover the actual 
value. If this be true in respect of those risks 
which come forward for losses it is undoubtedly 
equally true to those which do not come for- 
ward. In other words, there is a large amount 
of insurance outstanding that will not be called 
on to contribute as much to a loss as might be 
expected. 

Insurable Interest and Individual Lia- 
bility—Some years ago a campaign was 
started to place upon the property-owner the 
cost incurred by the municipality or other 
proper body of extinguishing a fire which was 
either caused or aided by a failure of the 
property-owner to carry out improvements or 
changes in the property which had been ordered 
by the municipality or the proper body. The 
campaign has not accomplished much up to the 
present time, but is now being developed, and 
efforts will be made to introduce model laws, 
as they are called, dealing with the subject in 
many of the legislatures this winter. The ques- 
tion at once arises as to whether or not this is 
an insurable interest, and the companies should 
at once devise the proper policy to take care 
of it. It may furnish a source of revenue as 
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well as many other side lines, and it is reason- 
able to suppose that the law-making body will 
not couple with the law any provision making 
it a non-insurable risk. . 

Long Term Policies.—It is well known 
that in France they write policies for a longer 
period than we do in this country. It is not 
unusual for insurance policies to be written for 
a period of ten years, but there is this differ- 
ence, that whereas we write long term policies 
running at least to seven years, and one has 
been written for ten, the entire premium is paid 
in advance, where in France the premium is 
paid once a year, although the contract is made 
for the term. It is not impossible, but with the 
development of competition in this country, such 
a feature may be introduced. It does not re- 
quire a far stretch of the imagination to con- 
ceive of itself being done. 

Another Move.—It will be somewhat dif- 
ficult to think of the North River and other 
companies in the group as no longer at 95 Wil- 
liam street, but in their new home. When, in 
the course of time, a settlement reaches the 
point that the population exceeds 2500, it be- 
comes a city in the United States Census nam- 
ing. The building into which these companies 
are moving their old home will house probably 
a couple of these cities as fixed by the Census 
Bureau. One cannot feel, however, but that the 
time will come when large organizations like 
this will forsake the heart of our great cities 
and establish the headquarters in smaller com- 
munities, having a local office to handle the local 
business the same as they do in any other town. 


CHICAGO AND THE WEST 

Has Thirty-four Per Cent Loss Ratio.— 
The net premium income of the California In- 
surance Company of San Francisco for its coast 
department, from its fire business alone, last 
year amounted to $1,228,590.99, with incurred 
losses of $419,338.23, or a ratio of 34.14 per 
cent. 

H. C. Eddy Introduces Porter.—H. C. 
Eddy, who retired on December 31 as Western 
manager of the Commercial Union and affiliated 
companies, gave a luncheon last week at the 
Union League Club for the purpose of intro- 
ducing to his former managerial associates, 
Clarence E. Porter, his successor. 

Western Department to Be Dropped.— 
The Western department of the New Bruns- 
wick Fire is to be discontinued on March I. 
The agents in this department will thereafter 
report direct to the home office in New Jersey. 
Officials of the company were unable to secure 
a man to succeed the late H. H. Ingalls, with- 
out incurring an expense which seemed to the 
officials of the company to be unjustifiable under 
the present conditions. Several of the em- 
ployees of the Chicago office will go to New 
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York to look after the details of the Western 
department business. The Western field force 
will remain the same as heretofore. 


PACIFIC COAST ITEMS 

Wes.chester Appointments. — Dick & 
Simpson, general agents of the Connecticut and 
Westchester, have announced the appointment 
of If. M. Northrup as special agent at Spokane, 
with jurisdiction over Western and Southern 
Idaho, Eastern Oregoa and Washington. Mr. 
Northrup for the past ten years has been con- 
nected with the Board of Fire Underwriters 
and the Fire Prevention Bureau. 

San Francisco Premium Income.—The 
San Francisco premium income of the fire in- 
surance companies operating in California dur- 
ing 1920, according to tabulations just com- 
pleted, shows an increase over 1919 of ap 








THE SUPERIOR 
FIRE INSURANCE CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 
EDWARD HEER, Sec’y & Treas. 





Why not make room in your 
agency for a conservatively-man- 
aged, medium-sized © American 
Company whose indemnity, treat- 
ment of agents and assured, will 


bear inspection for nearly half a 


century? 

Capital............ $500,000.00 

Surplus to Policy 
Holders......... $981,011.90 

Assets.............$2,644,765.88 





















proximately twelve per cent. The total fire pre- 
mium income for the city is given at $5,660,595. 
Of this $1,742,323 was written by foreign com- 
panies, $3,407,217 by companies of other States, 
and $491,055 by California companies. The 
Home of New York, Roff & Decker, general 
agents, heads the list with a production of 
$287,120. 


BOSTON AND VICINITY 

To Protect Policyholders.—The Boston 
Life Underwriters Association is gathering its 
forces together to assist in having the Legisla- 
ture enact a bill to protect policyholders. This 
bill provides for the exemption from income 
taxation of premiums on life insurance not in 
excess of ten times the policyholders’ average 
income. 


Bostcn Fire Department Test.—A test 
was made last Saturday by the Boston Fire 
Department, and a stream of 2,017 gallons of 
water per minute was passed through a two 
and five-eighths nozzle. Fire Commissioner 
Murphy goes on record in saying that this is 
the greatest volume of water per minute which 
ever passed through a fire hose. This feat fore- 
shadows the excellence of the equipme t of the 
Department by the time the new high-pressure 
system is completed, which it is expected will 
he about May 1. 


Dorchester Mutual Officers Re-elected. 
At the annual meeting of the Dorchester Mutual 
lire Insurance Company, President William A 
Muller and the other officers were re-elected, 
the principal change being the election of Fred 
erick W. Hill as secretary. Mr. Hill is a 
graduate of Harvard to12 and Harvard Law 
School, and only recently entered the insurance 
business. The results obtained by the company 
during the past year were the best in its 


history. 


Texas Towns Have Lower Fire Rates 

\ maximum credit of 15 per cent on the 
final rate of insurance, on account of good 
fire records for the past three years, has been 
granted by the State Fire Insurance Commis- 
sion to these Texas towns: Bay City, Strawn, 
Troup, McAllen, Honey Grove and Bowie. 
Whitewright was granted a reduction of 9 per 
cent. These reductions apply to policies writ- 


ten on or after March I, 1921. 


Makes Offer for Purchase of Twin 
City Insurance Company _ of 
Minneapolis 





PRESIDENT BISSELL HOME FROM 
ITALY 





Confirms Report of Negotiations—Matter 
Before Stockholders for Acceptance 
The Hartford Fire Insurance Company has 
made an offer for the purchase of the Twin 
City Fire Insurance Company of Minneapolis, 
and according to President Richard M. Bissell 
of the Hartford, the directors of the Twin 
City have already voted unanimously to accept 
the terms offered and the matter is now before 
the stockholders of that company for formal 


acceptance. It is believed at the home office 





The Liberty Fire 


Insurance Co. 


Announces— 


That, in compliance with our 
promises to agents and the public, 
$125,000 was added to its sur- 
plus as of December 3lst, 1920. 
This in addition to $50,000 placed 
there June 30th, 1920. $75,000 
in addition was voted by the Board 
of Directors to be called for and 
placed to the surplus account when 
business warrants. 


LINES WRITTEN 


Fire, Lightning, Tornado, Rent, 
Use and Occupancy 
Automobile Fire Floater 

Riot and Civil Commotion 


The Surplus will be further in- 
creased from time to time as 
business warrants. 


Home Office 
TITLE GUARANTY BLDG. 
ST. LOUIS, MISSOURI 











REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 
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FARM MORTGAGES ,,” 


Never have Farm Mortgages been offered to yield such large 
returns. 

Never have Farm Mortgages demonstrated their superior in- 
herent virtues than during the recent years of financial uncertainty 
and world crisis. 

Present conditions will not continue. 

The farsighted Life Insurance Company, financial institution or 
careful investor will take advantage of the present unusual oppor- 


tunities and build for the future. 


Collins Farm Mortgages assure you of a dependable income of 
7 per cent per annum for 10 years to come. 


The eventual return to the old rates of 5% and 6% is not far off. 


Money, like everything else, is governed by the law of supply 
and demand. The peak of yield has now been reached. 


Collins Farm Mortgages combine safety, strength and service. 
They have stood the acid test for 36 years without loss of a 


penny to any investor. 


Buy For Income 


Collins Farm Mortgages will meet your most exacting require- 
ments. 


Send for Booklets ‘‘Why Collins Farm Mortgages are Safe’ and 
“As Others See Us.” 


The time to buy Farm Mortgages is NO W. 


F. B. COLLINS INVESTMENT COMPANY 


Members Farm Mortgage Bankers Association of America 


727 Monadnock Block, Chicago 
Home Office: Oklahoma City, Oklahoma 
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of the Hartford Fire that there is no ques- 
tion but that the proposal for the purchase of 
the Western company will be accepted. 

It understood that the Hartford Fire’s 
offer to the Twin City is on a basis of $18.50 
for stock in that company, which is of $10 
par, the offer being made with the understand- 
ing that the Hartford company secure a major- 
Under date of 
January 21 the directors of the Minneapolis 


is 


ity of the outstanding stock. 


company made their recommendation advising 
the shareholders to accept the offer. When it 
first became known that the Twin City con- 
trol would pass into the hands of one of the 
large Eastern companies it was believed that 
the Great American, which has a reinsurance 
agreement with the Twin City, or the Home of 
New York, or possibly the National of Hart- 
ford, might be the purchaser. 

President the Hartford Fire re- 
turned to his desk at the home offices in Hart- 
ford early last week, after a vacation tour in 
Italy, where his family is spending the winter, 


3issell of 


and it was not until a few days ago that he 
confirmed the fact that the Hartford is to ac- 
quire control of the Twin City. 

The capital stock of the Twin City is $500,000 
and the the 
$900,000. The surplus is approximately $175,- 
000 and the company, which is chartered under 
the laws of Minnesota, and has headquarters 
It paid 


assets are in neighborhood of 


in Minneapolis, began business in 1913. 
a two per cent dividend in 1915 and a four per 
cent dividend in 1916. 

Many of the agents of the Twin City are 
among its stockholders and the company has 
done a particularly large business in hail in- 
surance, in which the Hartford Fire is also in- 
terested. The expense ratio of the Minneapolis 
company has been moderate and it has been 
fortunate in its losses from fire. The liquidat- 
ing value of the stock, computed by the method 
of adding 40 per cent of the unearned pre- 
mium to the surplus, would be approximately 
$14.40 a share, but in the case of the Twin City 
the be more 
favorable. The original subscribers to the stock 


liquidation value might even 
are understood to have paid in $20 a share, but 
in the last year or two shares have changed 
hands at considerably less. 

The bid of the Hartford lire was made by 
the hoard of directors during Mr. Bissell’s ab- 


sence in Italy. It is expected it will be only 


a matter of a few weeks before the details of 
the transaction whereby the Hartford secures 
control are complete. 

According to President Bissell, the Hartford 
Fire will continue the operation of the Twin 
City, as an independent subsidiary. 


Agent Cannot Change Contraci 


Provisions 


Genera! 


\ general agent for a fire insurance com- 
pany cannot change the rules of the company 
This 
was the decision of the Kansas supreme court 
the of Samuel 
American Insurance Company, appealed from 


relative to the provisions of a contract. 


in suit Henning against the 


Jourbon county. The supreme court reversed 
the order of the lower court and decided in 
favor of the insurance company, 

Mr. took 
through the company’s agent at Fort Scott. 


Henning out some insurance 
The contract contained a provision that no 
mortgage could be given on the property with- 
He 
later gave a mortgage and the agent knew of 
the to it. But 
effort was made to obtain the rider required. 


out the consent of the western manager. 


instrument and consented no 
When the goods burned the company refused 
to pay and the rule was sustained by the court 
that the agents had no authority to change the 
policy terms. 


Inter-Ocean Reinsurance Company, Cedar 
Rapids 

The company formerly known as the Na- 

tional Bonding and Insurance Company of 

Cedar Rapids, Ia., had its annual meeting on 

January 26, and changed its name to the Inter- 

Ocean Reinsurance Company. The company 


was originally organized as a bonding and 
casualty company, but amended its charter in 
July last, and is now transacting a fire reinsur- 
The 
licensed, and is actually accepting reinsurance 
in practically every State in the United States, 
and although no business was written prior to 


ance business only. company is now 


October, 1920, the premium income for last 
R. 


dent and general manager of this company, of 


vear approximates $1=0,000. Lord is presi- 


which Edd T. Doerfler is the underwriter. 


The general agency of the Southern Surety Com- 
pany for Arkansas has been taken over by J. S. Ma- 
loney and Hl. B. Solmson of Little Rock. The South- 
ern Surety Company has written large volume ot 


1 


usiness in Arkansas. 





Fire Insurance 


WOULD INCREASE FIRE COMPANY 
LINES 
Connecticut Bill to Authorize Writing 


Legal Liability 
An insurance bill of far reaching import- 
ance, one which will allow fire insurance com- 
Connecticut to write a 
variety of lines not permitted under the pres- 


panies operating in 


ent laws, was last week introduced in the Con- 
necticut State Legislature by Senator Goodwin 
of Hartford, and within two days of the in- 
troduction of the original Goodwin bill peti- 
tions for an amendment in their charters, per- 
mitting them to take advantage of the pro- 
visions of the new measure in case it becomes 
a law, were filed by the Phoenix Fire, Con- 
necticut Fire, the Orient Insurance Company, 
Hartford Fire, National Fire and the Stand- 
ard Hartford. The petitions of 
the first three companies named were intro- 


Fire, all of 


duced simultaneously with the bill permitting 
the extension of privileges. 
the bill introduced 
Goodwin, fire insurance companies are author- 


In Senate by Senator 
ized to write, in addition to standard fire lines, 
insurance against loss from storms and torna- 
does, war, bombardment, civil commotion, in- 
sect and damage insurance on crops (includ- 
ing loss of rental value and by rain, flood or 
drought), and against leaking of protective 
sprinkler systems. 

Probably the most important provisions in 
the bill are those allowing fire companies to 
write insurance on automobiles, airplanes, sea- 
planes and dirigibles, protecting them against 
loss or damage by fire, explosion, transporta- 
tion and against “loss by legal liability for dam- 
age to property resulting from the maintenance 
and use thereof,’ also against loss by theft. 
The bill also gives fire companies the right to 
transact various forms of insurance on vessels 
and shipping, on jewelry and on bank notes 
and securities. 

Another bill introduced by Senator Goodwin 
of Hartford provides that reinsurance com- 
panies shall not he hampered by the form of 
their contracts. Two bills introduced by Sen- 
ator Brooks of the Thirtieth Connecticut Dis- 
trict, provide that when an insurance company 
has more than five per cent on deposit in the 
State above the legal requirement, it shall be 
entitled to make withdrawals, while the second 











= 


AMOS BLOOM, 


President. 





Cash Capital 


SUNBURY, PENNA. 
Organized 1870 


City Insurance Company of Pennsylvania 


$600,000 


A. F. O’DANIEL, 


Secretary and Underwriting Manager. 
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PEAK LOADS 


The periods of stress, or peak loads, of Finance, 
Industry and Transportation recur with some 
regularity; the expected usually happens. 


But Casualty Insurance involves a potential 
sudden peak, or series of peaks, from catastrophes 
which come unheralded and without warning or 


regularity. 


REINSURANCE is the means used to guard 
against undue stress from this cause—to level 
these potential peaks to a clean average with 
the other and normal losses. 


The safety of REINSURANCE depends, like all 
insurance, upon average. The safest catastrophe 
reinsurer is the one with great volume in catas- 


trophe lines. 


This Corporation is well qualified, by large 
volume, years of experience and ample financial 
resources, to furnish automatic catastrophe 
covers and prompt claim service and payment. | 


EMPLOYERS INDEMNITY CORPORATION 


E. G. TRIMBLE, President CHESTER NEWMAN, Vice-Pres. and Treas. 


KANSAS CITY 
Insurance Building 


CHICAGO | NEW YORK 


35 Nassau Street 


Insurance Exchange 
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Brooks bill provides that when companies 
cease writing in the State, and cancel or re- 
insure all risks, they shall be entitled to a 
prompt refund. 





Sisal Loss 


The Galveston Wharf Company fire at Pier 
No. 41, Galveston, Texas, entailed a loss of 
about $1,000,000, and was supposed to have 
started in a bale of sisal with which the pier 
was filled. The pier was of fireproof construc- 


tion but unsprinklered, and the structure itself 


is practically a wreck. This indicates the in- 
tensity of a sisal fire and the rapidity with 
which such a fire spreads. 

The nature of sisal is explained in the latest 
edition of “Fire Insurance Inspection and Un- 
derwriting,” by C. C. Dominge and W. O. 
Lincoln, as follows: 

Sisal—A tough, strong fiber grown in 
Mexico. It is used in making binders’ twine. 
It is more easily wet than cotton. If in wet 
bales, it soon begins to heat, and after a period 
of several weeks, spontaneous combustion will 
take place. It burns rapidly but does not 
smolder, but if the bales are broken, the fire 
will burn most rapidly. It is much less liable 
to spontaneous combustion than the soft fibers 
of jute, hemp, tow and flax, and also hay; but 
it burns just as rapidly as these with the possi- 
ble hcctnichoins of mae: 






COINSURANCE VALID 





New York Clause so Declared by 
Supreme Court 





NO VIOLATION OF STANDARD POLICY 
LAW 





Consistent With Purposes of Law—Show 
Extent of Apportionment of Insurance 


The coinsurance clause on policies of fire in- 
surance in New York State was declared valid 
in an opinion of the Appellate Division of the 
Supreme Court of New York. The opinion 
was written by Justice Laughlin and was con- 
curred in by four of the five justices of the 
court. It referred to the case of Aldrich vs. 
the Great American Insurance Company and 
specifically reversed the recent decision of the 
Appellate Term in the case ot Durham vs. 
Stuyvesant Insurance Company. 

In the case of Durham vs. Stuyvesant Insur- 
ance Company it was decided last year in the 
City Court that the coinsurance clause was in- 
valid as being in violation of the New York 
statute passed in 1917 prescribing the present 
standard form of fire insurance policy, and on 
appeal to the Appellate Term the judgment 
was affirmed. The question was of far-reach- 
ing importance, and the decision in the Dur- 
ham case brought 
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JANUARY 1, 1920 | re to the Aldrich 

Cash Capital -. .- eC $1,000,000 building, 29 Broad- 

Premium Reserve - . - 3 ae ate way; the policies 

Surplus to Policyholders - - 1,954,749 contained an eighty 

Assets : : 3 6,176,156 | per cent coinsur- 
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Agents writing Fire, Tornado, Rent, 
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was no dispute in 
regard to that loss, 


ance clause. 
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For enterprising agents it is a good | 
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After reviewing 
the point at issue 
and the history of 


itd 


the law, the 
750 Per - 
ee} opinion continues 


as follows: 


This change has 
a significant bear- 
ing on the point as 
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to whether, as contended by the plaintiff, 
the provisions with respect to the extent of 
the application of the insurance and with 
respect to the contribution to be made by the 
insurer relate only to the application of the 
insurance and to contribution as between in- 
surance companies and concerning their pro 
rata liability. If that were their only purpose, 
it would have been left, as before, together. 
On this point we are informed by counsel for 
the defendant that no form of clause or rider 
for a special agreement with respect to the 
pro rata liability, apportionment or contribu- 
tion as between insurance companies has ever 
been filed; and it is therefore contended, with 
much force I think, that the provisions with 
respect to the extent of the apportionment of 
the insurance and of the contribution to be 
made by the insurer were intended and under- 
stood to apply, if not exclusively at least also, 
to other agreements than those relating to pro 
rata liability as between insurance companies. 

That this is so is, I think, demonstrated by 
the history of so-called coinsurance and by 
the opinions of the courts with respect thereto 
prior to the enactment of any of the statutes 
to which reference has been made and during 
the time that the statutes prior to the amend- 
ment of Section 121 in I917 were in force. 

Coinsurance in ordinary fire insurance pol- 
icies is an application, in part, of the genera! 
rule in use for centuries with respect to ma- 
rine insurance, under which the insured was 
deemed a coinsurer with respect to the excess 
in value of the property insured over and above 
the amount of insurance thereon, or in other 
words, that part of the risk not covered by 
the insurance policies, and he was entitled to 
share to that extent in any salvage. 





NEW INSURANCE COMPANY 


World Fire and Marine Incorporating at 
Hartford 

The Connecticut Legislature was last week 
petitioned to grant a charter to a new insur- 
ance company, which plans to operate with 
headquarters in Hartford. It will be known 
as the World Fire & Marine Ins. Co., and 
among the incorporators are: Leon P. Broad- 
hurst, president of the Phoenix National Bank 
of Hartford; W. R. C. Corson, secretary of 
the Hartford Steam Boiler Inspection and In- 
surance Company, and George L. Burnham, 
Elijah C. Johnson, Charles A. Goodwin, Clif- 
ford D. Perkins, Moses Fox and Edwin S. 
Allen. 

Mr. Burnham is comptroller of the Aetna 
Insurance Company and Mr. Allen is assistant- 
secretary of the Aetna. Mr. Johnson is vice- 
president of the First National Bank of Hart- 
ford, Mr. Fox is president of G. Fox & Co., 
Connecticut’s largest department store owners, 
Mr. Goodwin is a prominent Hartford lawyer 
and Mr. Perkins is proprietor of the Heublein 
Hotel. The petition for a charter indicates 
that the company will start with a capital of 
$200,000. 





302 Ohio Fires in December 


Ohio State Fire Marshal H. A. Dykeman re- 
ports that during the month of December Ohio 
had 302 fires with a loss of $464,279. 

Defective electric wiring leads the number 
of fires, thirty-five with a loss of $165,831. 

During the month of January thirty-four per- 
sons met death in Ohio by fires and sixty-six 
persons were injured. 
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EVERY INSURANCE MAN. 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


“Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to May Ist, 1921, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas DES MOINES, IOWA 











Great American 
Ausurance Company 


New Pork 


INCORPORATED - 1872 
PAID FOR LOSSES 


~~ $112,397,573.17 
STATEMENT JANUARY 1,1920 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


17,191,302.37 


NET SURPLUS 


11,010,376.5 I 
33,201,678.88 


UPON ACTUAL VALUES ON DECEMBER 3ist, 1919 


Since January lst the Capital Stock of the 
Company has been increased to $10,000,000. 


The Company now owns 
$10,000,000 U.S. Government Liberty Loan Bonds. 


Home Office, One Liberty Street 
New York City 





Western Department 


WALTER H. SAGE, Gen’! Mér. 
INGRAM & LERCH, Managers 


76 West Monroe St., Chicago, Ill. 


Boston Office 
ROGERS & HOWES, Manaégers 


4 Liberty Square, Boston, Mass. 


Pacific Department 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 
Marine Department 


WM. H. McGEE & CO., Gen’! Agts 
15 William Street, New York City 














Policies have been considered the best{obtainab 
to give the Company—for thirteen successive years—tl ] 
largest paid-for Canadian Business of all the Canadian Companies. 

This is one good reason why active’Life men—looking for a chance to broaden— 
should enquire into the opportunities offering with 


“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 


One Hundred and One Years of satisfactory 
dealing has developed for this Company its 
splendid reputation and great business 


Losses Paid over 


$183,000,000 


THE GREAT-WEST LIFE 


le by a sufficient number of persons 
he distinction of writing the 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office, Winnipeg. 
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THE IMPORTERS AND EXPORTERS * 
INSURANCE COMPANY oe 
of New York 
47 Beaver Street 
N.Y. 
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WATCHING KENTUCKY SITUATION 


Many Companies Refusing to Write Any 
New Business 

While there has been no wholesale cancelling 
of fire policies on farm barns containing to- 
hacco in Kentucky, two or three companies are 
known to have taken steps in this direction 
while most are closely 
watching the business and many are refusing 
to place new risks business on their books. It 
is generally admitted that the situation is not 
pleasant but several well under- 
writers hold the view that it is being exag- 
gerated in newspaper reports. 

One of the companies that has taken steps to 
cancel policies, it is rumored on the street, is 
a large concern that has written a very big busi- 
ness in Western Kentucky and toward the latter 
part of last year was hard hit by losses, no 
fewer than thirty-four barn fires having oc- 
cured in a single week of October. 

Fire insurance in conjunction with hail pol- 


company Managers 


informed 


icies on tobacco in Kentucky, a competitive fea- 
ture recently adopted by a New York insurance 
company, has proved to be so unfavorable that 
the company has definitely decided to drop 
writing this form of coverage, it is reported. 
This special form of policy has been written 
for only a few months and as hail contracts are 
for short periods all the policies issued will 
have matured by the end of this month, and 
will not be renewed. 

With the exception of the fire coverage un- 
der the hail policy. the company has not been 
writing tobacco in farmers’ barns for many 
years, it was said at the offices of the company. 
This class of business has always been looked 
upon as undesirable, although the company has 
numerous stocks of tobacco in city and town 
warehouses on its books. 

It was stated that the decision to cease writ- 
ing the fire coverage under the hail policies was 
arrived at prior to the recent developments in 
Kentucky, and that the threatened activities of 
the night riders had not been considered. 





North British to Write Hail 

Cecil F. Shallcross, manager of the North 
British & Mercantile Insurance Company and 
President of The Fire, 
nounced that these companies will write hail 
insurance on growing crops, beginning with 
the season 1921, through the Western territory. 
Policy writing offices will be established at all 
central points. Both companies have made ap- 
plication for membership in the Hail and Ad- 
justment Association. 


Pennsylvania an- 





Unearned Premium Reserve Basis Bill In- 
troduced 

Senator Harrison E. Jenkins, general man- 
ager of the Guardian Fire and the Agency 
Company, Salt Lake City, has placed before 
the Utah legislature a bill designed to fix the 
basis of the unearned premium -reserve for 
Companies other than life, and also includes 
the loss reserve for liability companies. The 
unearned premium reserve is made 100 per cent 
of the actual unearned premium in such com- 


panies as those carrying fire insurance, while 
the loss reserve for liability companies is a 
duplicate of the Californian law. Insurance 
officials of the state government are in favor 
of the measure. 





COMMERCE CHAMBER MEETING 


B. M. Culver and Sheldon Catlin on Nomi- 
nating Committee 

B. M. Culver, vice-president of the Niagara 
‘ire Insurance Company and Sheldon Catlin, 
vice-president of the Insurance Company of 
North America, were named insurance repre- 
sentatives on the nominating committee of the 
Chamber of Commerce of the United States 
at a meeting which took place last week at 
the New Willard Hotel at Washington. The 
nominating committee of the Chamber will 
meet at Atlantic City, April 27, 28 and 29 and 
will make the Board of 
Directors, which will be voted upon at the last 


nominations for 
session of the meeting. Two insurance repre- 
sentatives will be elected to serve one and two 
years respectively. 

About 
business 


500 delegates representing American 
attended the meeting. The life in- 
surance companies were represented on the 
program by Walter Stabler, comptroller Metro- 
politan Insurance Co., New York, and Archi- 
bald M. Woodruff, third 
manager of the real estate loans, Prudential 
Insurance Company of America. 


vice-president and 





Death of J. W. Hosmer 


J. W. Hosmer, president of R. W. Hosmer & 
Co., local agents of Chicago, died on Monday 
afternoon as a result of injuries sustained in 
He was prominent in 
member of 


an automobile accident. 
insurance circles and a 
several clubs. 


Chicago 


Extracts from 1920 Statements of Fire and 
Marine Insurance Companies 


(Supplement to list published in THe Spectator 
last month.) 
Surplus 
Name and Location to Policy- 
of Company Dec. 31 Assets holders 
Pacific Fire, New York. {1920 $2,828,305 $1,118,607 
11919 2,437,260 981,467 
Atlantic Mutual, Newf1926 14,819,443 7,521,944 
MOGs case crowa es 11919 19,910,032 5,884,490 
Columbia, Dayton ..... {1920 1,015,992 864,989 
11919 987,506 842,066 
Etna, Hartford §1920 40,872,542 15,214,910 
11919 37,114,626 15,705,995 
Inter-State Automobile, { 1920 933,794 220,957 
Rock Rapids. ....... 11919 705,950 921,912 
Merchants and Business 
Mens Mut., Towanda, 
Me 4 acd a thieke sete 1920 204,944 204,944 
American, Newark, N.{1920 16,424,416 5,206,181 
| OR Ai a eee 11919 14,845,138 5.189.533 
Farmers Automobile, { 1920 151,424 116,516 
SIOUX CHV. oon. sie ess 11919 136,732 122,809 
St. Paul F. and M., St.f 1920 19,244,433 7.092,526 
Paul, Mame .2...:.% 11919 16,632,441 6,113,932 
Mansfield Mut., Mans- { 1920 227,444 155,056 
Es Oh 25s iac sre rs 11919 206,428 145,057 
Merchants and Mfrs. § 1920 222.064 135,525 
Mut., Mansfield, O.. 21919 166,899 104,849 
Minnesota Implement,{1920 1,001,051 349,140 
CWALONRA lec e:cciee ccs 11919 838,914 328,522 
Sprinklered Risk Mut., § 1920 280,609 123,499 
CMICEER. wiccccwosaace 11919 242,413 175,667 
West Bend Ltd. Mut., {1920 131,003 88,059 
SEAT 11919 113,205 73.531 


West Bend 


Certificates of profit. 


It 


ZETNA MAKES BIG GAIN 
Increases Assets and Premium Income— 
Assistant Secretary 

“T am still good for a few more years of 
work and the reason for being able to keep at 
it so long I ascribe to the fact that I enjoy the 
business,’ William B. Clark, president of the 
7Etna Insurance Company of Hartford, re- 
marked last week after the annual meeting of 
that company, which scored the largest gain in 
business in its history during 1920. Mr. Clark 
added that he will be 80 years old during the 
present year, that it has been 64 years since he 
entered the offices of the Phoenix and began 
his insurance career, while for fifty-three years 
he has been with the A‘tna. He was re-elected 
president for the twenty-ninth time. 

President Clark reported that fire increases 
were made last year by the company, its assets 
having grown over $3,700,000, its premium in- 
come having advanced $4,900,000, and its pre- 
reserve having augmented by 
The Aetna now has $40,872,542 otf 
assets, a reinsurance reserve of $21,173,155, and 
a net surplus of $10,214,910, giving it a policy- 
holders’ surplus of $15,214,910. Its net pre- 
miums last year aggregated $26,945,653, includ- 
ing $4,784,044 classified as marine and inland, 
while its loss payments footed up to $12,344,- 
945, and its dividends to $1,200,000. 

The 4étna directors added a new officer to 
the list by electing Martin W. Morron, as as- 
sistant-secretary of the marine department. 


mium been 


$3,700,000. 





Mississippi Revenue Agent’s Suit Filed by 
Attorneys 
fSpecial Dispatch to THE SpectTAToR] 

Jackson, Miss., Feb. 1.—Attorneys for the 
revenue agent in the Mississippi anti-compact 
suit against 13 fire companies will file tomor- 
row a motion in the Chancery Court to strike 
out all of the answers of the garnishees and 
“to require all of the said garnishees to an- 
swer over forthwith and in the manner and 
form as required by the laws of the State.” 
The motion also asks for a judgment pro con- 
fesso against the fire companies in default of 


such answers. 

This will put in issue the answer of every 
garnisheed agent of each insurance company 
as now filed, and will raise several important 
legal questions bearing upon the final determi- 
nation of the case. 


Federation in Wisconsin 

The Insurance Federation of Wisconsin has 
been formally organized with 500 members. 
All kinds of insurance were represented. Of- 
ficers were elected as follows: President, E. 
A. Martheus; vice-presidents, Clifford Mc- 
Millen, August Rebham, J. E. Kennedy, Em- 
mett Hicks, Frank Tharinger; treasurer, John 
H. Pulicher. The secretary will be elected 
later. 


Insurance Institute of Hartford 
The Insurance Institute of Hartford com- 
pleted the lectures in salesmanship this month. 
During February and March a number of lec- 
tures on Steam Boiler and Engine insurance 
will be given by experts on the subject. 





THE SPECTATOR 


Thursday 










































































































































ry 
IL. 







































































































































































feat et | 6) Pa 



































Today as the product of years of experimentation we have to offer you: 


THE 
PERFECT PROTECTION 
POLICY 


It is a policy with a human appeal! 
In it is combined full life and accident and health protection. Under 
this regime we can and do provide accident and health insurance for at least 


one-third less cost than regular casualty companies. 


A policy containing the sulphitic features we have introduced gives you 
“the something different” to talk to your prospects. 


It will stand the test of grilling competition—and come out victor. 


Time has proved that. 
AND— 


Our agency contracts are more than liberal. 


How about a connection? 


RELIANCE LIFE INSURANCE CO. 
of PITTSBURGH 


Farmer’s Bank Building 


PITTSBURGH PENNSYLVANIA 
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The Reliance Life prides itself on always being strictly ‘‘up-to-the- 
minute.” 
From time to time we have pioneered various new features into the 
field of life insurance. - 
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Auto and Marine Insurafice 








ATTACK REWARD. SYSTEM 





Investigation in New York Reveals 
Startling Conditions 





FEES FOR RETURN OF STOLEN CARS 





Bureau Officials Meet Whitman—Arson 
Among Auto Owners Suspected 


In the course of an investigation of New 
York City police force by former Governor 
Charles S. Whitman a peculiar angle which is 
closely allied to the insurance business has be- 
come manifest. This is in connection with the 
recovery of stolen automobiles which is ac- 
complished in New York largely by the pro- 
cess of posting rewards. An exceptionally 
large percentage of cars has been recovered 
this way and it seems that the rewards have 
been largely accepted by policemen who did 
not comply with the city ordinance which pro- 
vides for such cases. 

A number of the companies paid all such 
rewards through the Automobile Underwriters 
Detective Bureau and others through numerous 
independent adjusters. Several members of the 
bureau, including N. S. Bartow, chairman of 
the loss committee, made a call upon Mr. Whit- 
man last week and presented to him such facts 
as were known to them. Mr. Bartow did not 
care to talk about the interview but Mr. Whit- 
man made the following statement to the press : 

These gentlemen recognize the evils of the 
situation and expressed a desire to co-operate 
with the authorities in every way possible, 
especially with reference to the subject of re- 
wards, the detection of crime and the arrest 
and conviction of thieves. 

Following this interview a meeting of the 
Bureau is to be held and an effort made to find 
a method of reducing the graft to which the 
companies have evidently been subjected. 

In a recent speech before the Brooklyn 
Brokers Association, E. C. Hopwood, an in- 
dependent adjuster of this city, brought out 
the facts. He remarked then that practically 
all the stolen cars recovered, were obtained 
through the reward system, police and garage 
being the chief recipients of rewards. 

Gerard Luisi, head of the Luisi Investigat- 
ing Company, claims to hold evidence which 
may lead to a round-up of a gang of thieves 
and firebugs who have been stealing and burn- 
ing cars for owners who could thus collect 
burglary insurance. 





To Combat Auto Thefts 


Chief of Police Donoghue and Chief of De- 
tectives Brophy of the Des Moines police force 
are using their efforts to get the present Iowa 
legislature to make auto stealing more difficult. 
They propose a penitentiary sentence for any- 
One tampering with the numbers on automo- 
bile blocks without first securing permission 
from the secretary of state. The practice, they 
Say, prevails to an alarming extent among Ford 
owners who are always able to produce a bill 
ot sale from a salvage house stating that the 
car has been rebuilt. 





DROP CURRENCY POLICY 





Marine Underwriters to 
Abandon Form 


Foreign 





CHANGE RESULT OF JONES ACT 





American and Canadian Companies to Con- 
tinue Practice 


Foreign marine underwriters have discon- 
tinued the issuing of “currency” policies for the 
reason that the assured, who usually resides on 
this side of the Atlantic, has often found him- 
self much underinsured through a drop in the 
rate of exchange between the placing of a risk 
and a claim arising. This led to the issuing 
of policies in foreign currencies, which, in its 
turn, led to numerous complications in the 
books of insurance companies and a great deal 
of inconvenience, 

The new American Marine Act, commonly 
known as the “Jones measure,’ compelled Eng- 
lish underwriters to’ cease transacting Amer- 
ican insurance in self-defense. Americans be- 
ing by far the biggest customers Britons had 
in currency policies, the need for them has 
considerably lessened, and therefore a decision 
has been arrived at whereby only American and 
Canadian business will, in future, be transacted 
upon this footing. The reason that Canadian 
business has been exempted is a patriotic one, 
but at first sight it seems almost ludicrous that 
American business is also excluded from the 
new agreement. This is not so, however. Ever 
since the new Jones Bill has been in force it 
has been apparent that there were the greatest 
difficulties in the way of its smooth working, 
and numerous influences have been at work, 
not altogether without success, to bring about 
modifications that would benefit the London 
market. 

Therefore, by agreeing to continue issuing 
policies in dollars the London market is hold- 
ing open the door to us should we reconsider 
our decision to impose penalties on English 
underwriters who undertake American marine 
insurance, 


Marine Lines Urged for Fire Companies in 
Connecticut 

Legislation now before the General Assembly 
in Connecticut will allow Connecticut fire in- 
surance companies to extend their marine writ- 
ing very considerably and enable them to com- 
pete to better advantage with the English com- 
panies and, with the exception of the tna, 
which already has a charter allowing much 
broader scope than those of some of the other 
Connecticut companies, all of the fire insur- 
ance companies in the State are interested in 
the passage of suitable legislation. 


Ice House Risks 
A fire recently destroyed an ice house on 
Staten Island. The subject of ice houses as fire 
risks is treated in the latest edition of “Fire 
Insurance Inspection and Underwriting,” by 
C. C. Dominge and W. O. Lincoln, published 
by The Spectator Company, as follows: 
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Ice Houses—Usually large, light frame con- 
struction, and filled with salt hay, sawdust or 
hay between each cake of ice. Inspectors 
should note if located near water that is pure 
and not contaminated. Sweating hay is sub- 
ject to spontaneous combustion. Instances have 
been known where the owner has kept the ice 
so long that it froze into one mass and could 
not be removed except by blasting, in which 
case the ice has no market value. The moral 
hazard should always be investigated. Fires 
are quite common in this class. 





Buy Automobile Mutual 

Wm. Frazer, E. M. Gravette, C. F. Jay, 
E. W. Cat and J. W. Oglesby of Gravette, Ark., 
have formed a company and bought the 
Mutual Automobile Insurance Association, 
which has been located at Rogers. Mr. E. A. 
Weaver of Rogers will remain with the com- 
pany. Offices will be opened in Gravette to 
conduct the business. 





—A bill has been introduced in the Wisconsin 
Legislature designed to pay insurance benefits to work- 
ers during unemployment. 

—To act as agents or brokers in marine, fire, life, 
accident, fidelity and all other kinds of insurance is 
among the principal objects of Frank H. Taylor & Son, 
Inc., which has been chartered in the office of the 
Secretary of State to operate from 525 Main street, 
East Orange, with the New Jersey Registration and 
Trust Company as agent. 

—According to Wayne B. Wheeler, general counsel 
for the Anti-Saloon League, the death rate among pro- 
hibition enforcement agents, considering only those 
killed in the line of duty, is higher than it was in the 
American army during the war. Mr. Wayne made 
this statement recently before the Senate appropria- 
tions committee. 








“All kinds of Insurance 
on Automobiles” 


FIRE THEFT 
COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 


Pierce Building, ST. LOUIS, MO. 


LAWRENCE B. PIERCE, Chairman of Board 
CHAS. W. DISBROW, President 
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FINANCIAL STATEMENT 


MERCHANTS LIFE INSURANCE COMPANY 
DECEMBER 31, 1920 
Home Office: 11th and 13th Floors, Register and Tribune Bldg., Des Moines, Iowa 


ADMITTED ASSETS 





LIABILITIES 


Mortgage loans on real estate. . $3,064,956 .35 ET a a a er a eR SARI 8S Me a ee me $3,064,555 .84 
Policy loans and premium notes....... iba en atee meat cae: | aes Special funds. . ais i Wasi Ravan eee 
is IE ERE 55 5 5-6 coscog sw dre 5S oe, Sin Bev ela O 18s wrsw ewes ree esalon 308, 915.87 Claims reported or in process of ‘adjustment. Fel one Sere 44,723.91 
Bonds—Municipal, etc.... 1.0.2.0... 00sec cece ee eee eee ees 25,215.00 PUGOWMING PAIGMY AOVARCE «.66.656.5 005. sca 05.0 8s os.c sab ayeeyeih <ioiocares 24,838.35 
Cash in banks.. : EEE nT rer een fe ret 464,987 . 36 RSM ALUM EERO ochre cree 8 pe asc t oe eleitie Wai cd: ster eo nde Pesta ee 36,155.41 
Interest, etc., due and accrued... 00... occ eee cece eens BiOO us “IN ORNEDINAINEEIES. oi5:05 6c 5: 5.0 5.455: cis eusicieisi¥ 0s nls d odierelnin eis nem areas 15,349. 34 
Net uncollected and deferred TOIBUNDE 6.5. 58a c2G.6+.4:50s Rogen oy 155,653 . 67 US ene ee ee en Ae en eer ERS ve Te $400,000.00 
RIRPRLS rete aan A, er aia Ac chante tia 90,236.02 
SSUNDIUGS TOP GINCY OUR EES 6:8. sass dies Sissies ove Sree. win earen ecane 490,236 .02 
Total Admitted Assets. ~ $4, 306,944.48 5, US | aa SS eR ORR ne mE RR OO RR RG Peet eo $4,306,944.48 
Paid PulteshsAdere Stee Declantiben: (1894) GZahcisiays satiate te CoAT ANGLE STIS cesses a vee nl on ("ON hyo SS av UAn COV LO Oike fama hac eecA sl aoe $5,466,504.31 
Paid Policyholdors During Year 1920..........cccccsccesscccevesscccencercecess cece esecestecrsenonce 621,291.28 
Insurance in force $85,202,045.00 
Full Legal Reserve Deposited with the State of Iowa 
+] 
The Year’s Progress 

Total Assets December 31, 1920. nase Sra Sw Bch ga ae OTe $4,306,944.48 Reserve on Business in force Dec. 31, 1920................. $3,064,555.84 
Total Assets Dec. 31, 1919..... ii atts Bed carssloncie ln liars Sides Guba cosa abe 3,572,587 . 64 Reserve on business in force Dec. 31, 1919. ............0200cc0e 2,335,391 .00 
NA en Ge Ae ca re tee: Seda a torasbinadhs oreo $734,356.84 “CATS Wg Sei rages a ot poe ear ON Pn Rec One P $729,164.84 
Gross Income 1920......... jestiarie. bn. bra hires era aioe cece cceees + -$2,408,481.75 Insurance written and paid for 1920...................... $26,435,477.00 
GUNS MURIMCNERRES BDU 5055.0 bb 4r0 6% ose rare laiw eal ole owe iW 6L4)S BBN Oye gS 1,688,923 .32 Insurance Written and Paid for 1919. ag) .1p: Bilas 0:8 5-8. 668-6 41-019 oe 
RR NI ins rc Grek aiavaraesla keno navdicn whovaveetene $719,558.43 oo en euenueensecceneccrcs+ + la 

Seaidiienininns (paid for) in force December 31, 1920........... $85, 202, 045. 00 

Insurance (paid for) in force Dec. 31, 1919 pecans . 66,109, 320. 00 

ee ee oe er Ee OO TE EE " $19,092,825.00 

OFFICERS 
WI.LuiaM A. eae” rage 

RANSOM FH. OLDS. ......605..5ss0000%% : .Chairman of Boar Besa eR a RE AOI os 3h oeo oncars ce 3 Se cidee HIE cre ales Saree Medical Director 
CLAUDE HAMILTON ............0002000%. ‘ . Vice President STUART Me RRR INN 50255 al'S.0 talon'v as ees Birch hace DE Counsel 
JOHN A. McKELLAR......... Nd eucaangyeo aialaira stl eas .. Vice President (RE ONT NED CLOTS 0 5 (a a ier eS are ane ent Mgr. Loan Dept. 
LR ee ee ae emerge Vice President ORAS ED A VRS ENR oor 55.5 0:3, 6. 4:du0 doses gS 1 Gare. avec goa be Assistant Secretary 
EN ORE nr acre i Secretary-Actuary Re wae OMEGA es erate rc gol AS cn erin oye faving se avgldee a herent Assistant Secretary 
MONG AE, ARR RMR OES ois aw aces 919: 9.9.4: 9:04:44 0 8 a)S 0b 0196 wae Ors Treasurer ES A ce RO cau avg fairer <cta ahah otis de nepaior salar e 8 sthlteie Ri hegte een cae Auditor 




















FRUITS OF 
SERVICE 





Rewards of the high service ideals of The Lin= 
coln National Life Insurance Company are 
shown in these figures from the annual state= 
ment of The Lincoln Life. 


Insurance Paid For in 1920.......... $68,308,639 


Gain of Insurance in Force in 1920.. 50,115,634 
Total Insurance in Force December 
erp ON wg ub 159,349,378 


A growing reason why it pays to— 


Cink uP (()witn THE 


The Lincoln National Life Insurance Co. 
“Its Name Indicates its Character” 
Lincoln Life Building Fort Wayne, Indiana 














Policies issued on the Perfected En= 
dowment Plan are 





BEST FOR THE INSURED 


because they are a recognition of his rights to the investment 
portion of his reserves at interest, and this amount is paid to 
his beneficiary in case of death in addition to the original sum 
insured. If necessary he may borrow these reserves without 
diminishing the original sum insured as a death claim. The 
cash values are larger than under ordinary endowments. 


BEST FOR THE AGENT 


because they are easier to sell, with larger new commissions 
and renewals. They will remain in force longer because the 
wiles of the twister will not prove effectual, nor are they liable 
to lapse when collateral policy loans have been obtained. 


BEST FOR THE COMPANY 


because they will be more persistent, and as they mature at or 
before age 70, when the experience equals or exceeds the tabu- 
lar, there will be larger gains from mortality with excess 
interest and loading savings meanwhile. 

A twenty-four page book, setting forth other reasons, will be 
sent on receipt of 8c postage, which you should have in order 
to ascertain how much easier it will be to sell this form of in- 
surance than to compete against it. 


Imperial Building 
411-413 Walnut Street 
Philadelphia 
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FOREIGN POLICYHOLDERS PROTEST 


Payment of Policie sin Depreciated Cur- 
rency Causes Bad Feeling 


A report from Wilbur Reblinger, American 
consul at Zagreb Jugoslavia, has been pub- 
lished by United States Department of Com- 
merce, bureau of foreign and domestic com- 
merce, in which he calls attention to the dis- 
satisfaction existing among policyholders of 
American companies operating in that terri- 
tory. The report is as follows: 


It hus come to the attention of this consulate 
that great discontent is being felt amongst the 
holders of life insurance policies held in 
American insurance companies which operated 
in Austria-Hungary previous to the war and 
are now conducting their business in the vari- 
ous countries constructed from the old Aus- 
tro-Hungarian Empire. It seems that this dis- 
content is caused by the American companies 
paying their obligations in the depreciated 
kronen currency now in circulation in the new 
countries. The argument advanced by the 
policyholders is that while the obligation of the 
contract calls for payment in Austro-Hun- 
earian kronen, they should not be expected to 
be compelled to accept a new currency, much 
inferior in value, issued by the new govern- 
ments created out of the old Empire; that the 
money that has been paid in by policyholders 
before the war is now a part of the assets of 
the companies and has not depreciated in value, 
the money having been sent to the United 
States at the time it was paid in and therefore 
the companies have suffered no loss through 
the depreciation of the new currency. 

The policyholders feel that the American 
companies, having suffered little, if any loss, 
are taking advantage of a legal quibble to make 
an excessively large profit by paying their ob- 
ligations in a depreciated currency. For in- 
stance, a policy calling for the payment of Io,- 
000 kronen previous to the war was worth 
about $2,000. It can now be liquidated by the 
insurance company for $20. The policyholders 
do not expect to be paid at the face value rate 
of the policy before the war, but feel that the 
insurance companies can pay almost pre-war 
face dollar value and still make a reasonable 
profit. This is one of the replies written to a 
policyholder who protested against the action 
of the companies: 

Sir: 

“I wish to acknowledge receipt of your letter of 
July 6, 1920, in which you protested against the pay- 
ment of policy to you in Hungarian crowns. 

“This policy was issued December 16, 1899, through 
the Budapest Agency, and the premiums have been 
paid to the that time in Hungarian 
crowns, which is the obligation of the contract. 

“The intends to make payment of the 
policy in no other than Hungarian crowns, and we 
lecline to hold ourselves responsible for the deprecia- 


“Dear 


company since 


company 


tion in the value of this currency. 

At the time that your policy was issued there was 
no other crown than the Hungarian crown, and the 
creation of a new currency in part of which was for- 
merly the Hungarian Empire in no way obligates this 
ompany to change its existing contracts which call 

the Hungarian crown as of the date of issue of 
said contracts. 

“If you decline to accept the amount of Hungarian 

owns offered to you by our Budapest representative 
the company will deposit the amount in court as a dis- 
charge of its obligations. 

“No interest will be 
accepting the payment. 


allowed for your delay in 


“Yours truly.” 
gardless of the legality of the action taken 
by the American life insurance companies it is 
creating a very bad feeling against them and 
will certainly curtail to a large extent the 
amount of business to be written in the future. 


> 
Re 
t 








————— 


Forty Per Cent for Creditors of Catholic 
Mutual Benefit 

Jesse S. Phillips, State Superintendent of In- 
surance, filed recently with the county clerk of 
Steuben county, New York, a report recom- 
mending the payment of a first dividend of 
forty per cent to creditors of the Catholic 
Mutual Benefit Association, a fraternal bene- 
ficiary association, incorporated by special act 
of the legislature on 1879, with home offices 
at Hornell, Steuben county, New York. 

According to the report filed by Superintend- 
ent Phillips the assets amount to $321,471 and 
990 claims have been filed in which the aggre- 
gate amount claimed is $721,743. After in- 
vestigation 883 claims aggregating $610,903 are 
recommended for allowance. Claims aggre- 
gating $110,839 are recommended for disallow- 
ance. 


National Fidelity Life, Sioux City, Ia. 

its annual record, the National 
Fidelity Life of Sioux City, Ia., presents an 
exhibit as of January 1, 1921, of which the 
officers may well feel proud. Its assets then 
amounted to $942,147, and its surplus to policy- 
After setting aside a 


Continuing 


holders was $195,580. 
policy reserve of $626,574, and providing for all 
otheg liabilities, its paid-for life business in 
force was $15,007,416, with accidental death 
benefits in addition amounting to $11,893,499, 
total coverage of $26,900,915. In 
round figures some of the increases noted are: 
In assets, $216,000; in life insurance in force, 
$4,000,000; in total coverage, $7,000,000. This 
company, which has been under the same man- 


giving a 


agement since its formation, and has built up 
a fine organization, enjoys the good will of its 
thousands of patrons, and has over $12,000,000 
of insurance in force in Sioux City and vicinity, 
showing that it is well appreciated at home. 
It operates in several States, and has openings 
for good agents. Ralph H. Rice is president 
and Carl T. Prime is secretary and treasurer of 
the National Fidelity Life, which is known as 
the company of “character, strength and serv- 
ice.” 
Acquitted of Serious Charge 

W. T. S. Barnes, former officer of the Pro- 
tective Unit of Oklahoma City, an insurance 
organization, and later general manager of a 
similarly named organization with headquar- 
ters in Little Rock, Ark., was acquitted in the 
United States district court on a charge of 
using the mails improperly. The verdict was 
directed by Judge Trieber, who ruled that the 
evidence did not show any intent to defraud. 

The case against Mr. Barnes was based on 
death claims of the company. 
amounted to $761 and it was 
Barnes wrote each of the claim- 


six unsettled 
The claims 
alleged that 
ants offering settlement for amounts $100 less 
than were due in each case. The prosecution 
contended that it the the 
which constituted the law violation. 

shown by the evidence that there were other 
claims against the company totalling $10,000 
and Judge Trieber ruled that, this being the 


mails 
It was 


was use of 


case, Mr. Barnes was within the law in hold- 
ing back part of the claims he had offered to 
settle in part. 





Mutual Life of New York 


Huge numbers are necessary to express in 
figures the results of the business of the Mutual 
Life Insurance Company of New York. For 
instance, in 1920 the company paid to policy- 
holders the sum of $87,523,160, thus making a 
total of $1,641,c00,000 paid to policyholders 
since the company began business in 1843. In 
the same period the company has paid divi- 
dends to policyholders amounting to $335,374,- 
883. Its paid-for insurance written last year 
aggregated $423,677,719, and it closed the year 
with $2,357,973,I21 of insurance in force. On 
December 31 last the Mutual Life reported 
admitted assets $671,000,181; its policy reserve 
was $562,097,802; its dividends payable in 1921 
amounted to $26,183,937; its deferred dividend 
reserve was $39,720,257, and its contingency re- 
serve or surplus, $23,058,543. In ten years the 
company’s assets increased nearly $20,000,000, 
and its surplus nearly $13,000,000, while its 
insurance in force grew to the extent of nearly 
$00,000,000. 


Dr. Stevenson Answers Objections 
Dr. John A. Stevenson, a vice-president of 
the Equitable Life of New York, in that com- 
pany’s “Agency Items” presents various com- 
objections met with by life insurance 
and gives appropriate answers 
For example, he answers the man 
“IT do not believe in insurance,” as 


mon 
solicitors, 
thereto. 

who says 
follows: 

Do you believe in supporting your wife? 

Do you believe in supporting your wife as 
long as you possibly can? 

Do you believe in giving your children a real 
chance in the world? 

Do you believe in giving your children an 
education ? 

Do you believe in keeping widows out of 
poorhouses ? 

Do you believe in widows and children hav- 
ing at least a small income to keep them from 
starvation ? 

Do you believe in providing for your own 
old age? 

[f you do, then you believe in life insurance, 
because these things are what life insurance 

rill d 
Wil do, 


Central Life Has Men’s Club 


At a recent meeting held in the offices of the 
Central Life Assurance Society of Des Moines, 
Towa, the young men employes of that company 
organized what is known as “The Men’s Club” 
of the Central Life. 

The organization has for its object the pro- 
motion of closer relationship among its mem- 
bers and a better knowledge of the business of 
life insurance. L. A. Anderson, the actuary of 
the company will have charge of a course of 
life insurance instruction for the club members. 


Phoenix Mutual, Hartford. New life busi- 
ness paid-for, $57,000,000; insurance in force, 


December 1, $294,000,000. 
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CHARACTER 


STRENGTH 


SERVICE 


NATIONAL FIDELITY LIFE 











of IOWA 
Home Office—Sioux City, U.S. A. 


STATEMENT 
December 31, 1920 


ASSETS 

Real Estate $68,471.89 
First Mortgage Loans on Real Estate.. 681,470.50 
Cash in Banks and Office 57,641.59 
Liens on Policies 51,156.13 
35,222.52 
20,557 .96 

Premiums in course of collection and 
other Assets 27,626. 7¢ 


Total Admitted Assets........... $942,147 .; 





LIABILITIES 
Net Reserve on Policies.............. $626,573 .52 
Death Claims Pending 1,000. 00 
Reserved for Taxes.............s6..; 7,374.08 
All Otters Laamiiities......... <i saneess 111,610.95 
Surplus to Policyholders.............. 195,588.78 


$942, 147.33 
$15,007,416.00 
$26,900,915.00 


SIOUX CITY’S SUCCESSFUL Life Insurance Company. 
NATIONAL FIDELITY is the dominating factor in its home insurance field. 


Men of character and selling ability are offered Real cooperation in building up a business and a future in the 
five splendid States in which we operate, Iowa, Nebraska, South Dakota, Oklahoma, and Texas. 


Ralph H. Rice, President 


Dr. W. D. Runyon, Medical Director 


Carl T. Prime, Secretary 











Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 
We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


W. L. TAYLOR 


Vice-President and General Manager 


OAKLEY H. BEYER 


Superintendent of Agents 





THE COMPANY WITH THE PYRAMID 























NEW HAMPSHIRE 


i 26.70 1e3,506.08 | Il 


3.911.743 34 t peers 


FRE INSURANCE CO. 


[5.725.809 34 1.654.504 8) \ 
[___ 6.097. 887.20 1,.700,761.60 \ 
| [_ 6.250, 526.89 1,703,433.67 \ 
[_ 6.350, 078.09 1,725, 713.78 \ 
[6.515 628.58 2,.006,944.79 \ 
[___ 6.969, 872.54 2.100.428.41 \ 
L 7.383,893.68 2,102. 389.53) 
L 8.011, 409.82 2.137,302.08 } 
[ 9.054,147.84 2.513,380.92  \ 


TOTAL LIABILITIES $5,040,766.92 
POLICY HOLDERS SURPLUS.$4,013,380.92 
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CONCERNING THRIFT 


Prophets Who in Franklinizing Are 
Not Fed by Ravens 


FIRST REAL AMERICAN AGENT 


He Never Represented Any Company, But 
. His Maxims Can Be Used for All 
Life Insurance Arguments 


Lately there has been a lot of talk about one 
of the most remarkable men that America ever 
produced. As an illustration of what pluck, 
industry, common sense and thrift will perform 
you can search the history of mankind through 
and you will fail to find so remarkable an ex- 
ample. 

Benjamin Franklin was born in Boston in 
the year 1706. He finished all his schoolroom 
schooling at the age of ten years. For two 
years thereafter he helped his father at the 
trade of candle-making. At the age of twelve 
he was bound over to his brother as an ap- 
prentice, and thus he learned to set type and 
read proof in his brother’s printing office. 
From his earliest boyhood until his death he 
read every good book he could obtain. In 
boyhood the few half-pence he could save from 
his wages were always put aside and went for 
a second-hand book. 

Franklin can be said to have never wasted a 
second throughout his entire. long life of 
eighty-four years. He can also be said to have 
been the first journalist of America, but 
journalism was one of the scraps of his varied 
pursuits. 

Att-RouNnp WoNDER 

Tt indeed seems almost incredible that a man 
who ceased his schooling at the age of ten be- 
came one of the most learned scientists of his 
age, that he wrote what is conceded by critics 
to be by far the finest autobiography ever pro- 
duced; that he was signally honored hy his 
country in many ways; that he gained a gen- 
eral learning prodigious in scope and exalted 
in character. He was sent to England and 
France as special representative during the 
delicate negotiations of the Revolutionary 
War. By the great men of his era he was ac- 
knowledged to be the wisest, the most free 
from prejudice and the most patriotic of 
Americans. He, a printer by early trade, made 
notable discoveries in science and was honored 
by scientific societies throughout the world. 
Indeed, this printer’s “devil,” and with no aid 
other than himself, climbed to one of the 
highest pinnacles of fame ever accorded to 
any man throughout all time. 


First AMERICAN SOLICITOR 
And—here is meat for the insurance agent— 


Franklin can be said to have been the first life 
insurance agent this country ever had. True, 
he represented no life insurance company, but 
during his entire lifetime, in flesh and in his 
writings, he was always a sermon on thrift. 
Read his maxims of “Poor Richard,” such as 
“Never take a wife till you have a home to put 
her in,” or, “Necessity never made a good 
bargain,” or “Keep thy shop and thy shop 
will keep thee,” and “The rotten apple spoils 
its companions.” Then in his wonderful 
“Father Abraham’s Speech,” the greatest para- 
ble on thrift that has ever been written: “A 
word to the wise is enough,” and “God helps 
them that help themselves.” Also, “The used 
key is always bright,’ and, “Dost thou love 
life, then do not squander time, for that is the 
stuff life is made of.” Again, “The sleeping 
fox catches no poultry,” and “Lost time is 
never found again,” and, “He that riseth late 
must trot all day,” and “Laziness travels so 
slowly that poverty soon overtakes him.” 
Then, “Little strokes fell great oaks,” and 
“Fly pleasures and they will follow you,” and 
“A fat kitchen makes a lean will,” and “The 
Indies have not made Spain rich, because her 
outgoes are greater than her incomes,’ and 
“Many a little makes a mickle,” and “Who 
dainties love shall beggars prove,” and “Buy 
what thou hast no need of, and ere long thou 
shalt sell thy necessaries,” and “When the 
well is dry, they know the worth of water.” 
To omit a vast compendium of such wisdom, 
“For age and want, save while you may; 
No morning stun lasts a whole day.” 


PROPHETS OF THRIFT 

The life insurance agent, particularly the in- 
dustrial agent, is a prophet of thrift. Every 
commission he earns means that he has Frank- 
linized, so to speak, another wage-earner. And 
it is well for the solicitor to understand ex- 
actly the nature of his profession; he is a 
teacher of thrift. The majority of men are 
loose spenders and not tight savers. An actu- 
ary of one of our greatest companies once 
said: “I have known the circumstances of 
very many men. Never have I known or heard 
of a man who regularly saved a stated amount 
in the same way he would have saved it if he 
had been induced to take an endowment 
policy.” 

With his knowledge of the affairs of men, 
and his wondrous ability to put in words his 
wisdom concerning thrift, what an industrial 
agent Franklin would have made! Let those 
who are industrial agents treasure Franklin’s 
maxim. They are practical pointers adapted 
for all life insurance arguments. 

Never has the need for thrift been so great 
as it is to-day, and for individuals and nations. 
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The work of the life insurance agent, more 
particularly of the industrial agent, is so im- 
portant that the life agents of the country are 
a mighty bulwark against the reckless squan- 
dering of earnings. The tide of throwing 
earnings into rubbish heaps is said to be re- 
ceding, and we can believe that the insurance 
agents have had much to do with the turning 
of the tide. 

Tt is feared we may be entering a period 
when we shall hear lots of talk of losses in 
stocks, in real estate, in instalments on auto- 
mobiles and instalments on fancy furniture. 
But there is one thing we shall not hear—we 
shall not hear regrets that folks have put their 
money into life insurance. Up in a New Eng- 
land manufacturing town second-hand autos 
are being sold for a tenth or even less of the 
original cost. There come times when dross 
and rubbish begin to be appraised at their actual 
value. And at those times our “Scraps of 
paper,” but sure to be fulfilled promises, come 
into their own. Even if in the future men are 
“laid off,” and hard times come, the need for 
life insurance will be only greater and greater. 

The plain fact is that living as the modern 
worker does, paying what he has to for roof 
and food, life insurance takes the first place as 
an absolute necessity. 

In these days of a slim market basket for 
most of us, the penury of old age is more 
hideous than ever before. If every worker 
could be induced to give up one-tenth of his 
income throughout life for endowment in- 
dustrial insurance, his old age would be pro- 
vided for. A community where penury at old 
age were not feared would be a vastly happier 
community than we have anywhere on earth. 
And those who get a lesson in thrift by holding 
life insurance policies are poor timber for a 
pirate ship of social upheaval. 

Yes, brother industrial agents, you are in- 
deed the prophets of thrift. It’s up to you to 
Franklinize all you come into contact with. 
And you, like the prophets of old, who had to 
depend on a hand-out from ravens, whenever 
you Franklinize anybody you earn a substantial 
commission. 


Why are you building this granary? Be- 
cause I want a place to store grain for my 
cattle during the winter months. Why can’t 
vour cattle forage during the winter? Why? 
That’s silly. At certain times of the vear food 
1s scarce. 

Why do you have a savings account? To 
provide for a time when I might need this ad- 
ditional money. 

Then you really do believe in providing for 
the future? Do you know that if you had tried, 
vou could not have given a better description 
of the use of insurance. These situations illus- 
trate exactly the insurance idea. 








AGENTS CONVENTION 


Metropolitan Superintendents Meet 





BRONZE STATUES PRESENTED 





Figures of Presidents J. F. Knapp and J. R. 
Hegeman Accepted by the Company 


The annual convention of superintendents of 
the Metropolitan Life Insurance Company was 
held at the Home Office in New York on 
January 27th, 28th and 29th. As “the record’s 
the thing” in these conventions we will give 
some of the important features of the Metro- 
politan record for 1920 forthwith: 

Paid-for Insurance, Issued, Increased and 
Revived in 1920, $1,651,950,151. Ordinary, 
$847,842,348; Industrial, $580,560,231; Group, 
$214,547,572. P 

The total outstanding insurance in force is 
$6,380,012,514, a gain of over one billion. 





Ordinary insurance in force........ $ $3 220,333,783 
DOES eT) ee ea 2,879,664, 
AMES Sats oo han a kiebaGlees wh ew meias's 280,014, 
Assets December 31, 1920.......... 980,913,087 
EROTRHBE 2 BSGCUS: o:0s:0:050:0 es oceies 116,091,26 
Ee | A ee 83,447, 
Number of policy claims paid in 1920 312 
Amount paid to policyholders in 1920 81,257,393 
Number of policies in force at the 

POE N20 vckcasa we ee seed nies 23,899,997.00 
DROME isco conerns tus aasat bene wns 263,519,779.98 


After a reception tendered the delegates by 
the executives in the executive suite the con- 
vention moved in a body to the main stairhall 
where two massive statues of the former Pres- 
idents Joseph Fairchild Knapp and John 
Rogers Hegeman were unveiled. The statues 
are of bronze, larger than life size. They were 
modeled by the sculptor, J. Massey Rhind. 
They stand on pedestals of solid blocks of 
Tinos, a green Greek marble. The presenta- 
tion address was delivered by D. G. C. 
Sinclair, superintendent of the Murray Hill 
District, New York City, acting on behalf of 
the superintendents and active and retired 
members of the field force, who were the 
donors. The statutes were received on behalf 
of the company by President Haley Fiske. 

At the conclusion of these ceremonies the 
superintendents and many members of the 
home office force moved across the street to 
the auditorium in the new Metropolitan An- 
nex, northeast corner of Madison avenue and 
24th street. The new auditorium is intended 
as a convention hall and place of assembly for 
the employees of the company. The room has 
1,060 opera chairs, besides space for orchestra, 
and when occasion requires, 60 chairs on the 
platform for the officers. The auditorium is 
approached through a lobby, from which there 
is convenient access to coat rooms and toilet 
rooms just below. Retiring rooms for officers 
and speakers are adjacent to the platform. 
The auditorium is equipped with moving pic- 
ture booth and permanent screen. There is a 
double set of windows to insulate against 
noises of the street, and there is power ventila- 
tion system giving a continuous supply of 
fresh air, freed from dust by passing through 
a spray of water and tempered by heating coils. 

The first real mecting of the convention was 
held here but prior to the convention being 
called to order a very pleasant incident took 
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place in the presentation to Mrs. Fiske, wife of 
the president, of a bronze bust of her husband. 
The presentation speech in this instance was 
made by P. J. Kraus, superintendent of the 
Chicago North district, representing the super- 
intendents. The gift was accepted by Mrs. 
Fiske in a very graceful speech, after which 
President Fiske spoke of his own appreciation 
of the thoughtfulness and loyalty of the super- 
intendents of the company. The business meet- 
ing was called to order by the president and 
the wonderful record that had been made in 
1920 was read and emphatically commended 
and analyzed. There were no other speakers 
during the first record, Mr. Fiske gave the 
standing of the various territories, that stand- 
ing having been arrived at on a basis of gen- 
eral results. The Great Western Territory, 
Superintendent of Agencies J. A. Smithers, was 
accorded first place, but inasmuch as Mr. 
Smithers had served in that capacity in that 
territory for only a part of the year it was con- 
ceded by him that his predecessor, former 
Superintendent of Agencies Wilkes, was en- 
titled to all the praise. 

The Veterans’ Trophy, which is a bronze 
tablet that is awarded each year to the district 
which has made, in the opinion of the officers, 
the best all ’round showing for that year was 
presented to Superintendent W. F. Monahan 
of the Englewood district. This is by no means 
the first time that Mr. Monahan and his able 
associates in Englewood have had this honor, 
although it has been several years since the 
trophy went away from the East. 

The leading district for the year in average 
per month per man of placed ordinary was 
South Shore in Chicago, Superintendent J. P. 
Cleary. The leading agent also came from 
the same district, Mr. Gabriel Dunkleman, 
who, since his marvelous record in 1920, has 
been promoted to the superintendency of the 
Oak Park, IIl., District. 

The convention adjourned at 2:00 P. M. for 
luncheon, which was served in the home office 
to all except the leaders for 1920, who were en- 
tertained at a luncheon especially in their honor 
at the Hotel Astor, which was presided over by 
Second Vice-President Ayres. 

The second business meeting was called to 
order at 9:30 on Friday morning, when the 
President introduced the ever popular veteran 
J. M. Craig, actuary. Mr. Craig spoke 
briefly of the record, contrasting the achieve- 
ments of the single year 1020 with many of 
the early years and pointing out the wonderful 
progress that had been made. Mr. Craig was 
followed by Second Vice-President Gaston, 
who, as usual, received an ovation from the 
convention. Mr. Gaston’s address was largely 
along the lines of the conservation of indus- 
trial business and the advantages to be gained 
through the prompt payment of industrial 
bonuses. He also made an effective argument 
as to the importance of each superintendent 
studying the matter of the persistency of 
agents and using all his ingenuity in bringing 
that about. Mr. Gaston was followed by the 
Vice-President, Second Vice-President Ayres 
and others. 
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Thursday 


The convention delegates were entertained 
at a theatre party on Friday night and on 
Saturday night the annual banquet was held 
in the great ball room of the Hotel Astor. 

Something over 1,000, including those from 
the home office, attended and there were many 
guests, among whom were directors of the 
company and men interested in business and 
finance. The various musical organizations 
from the Metropolitan home office were there 
and kept the dinner lively with vocal and in- 
strumental selections. President Fiske pre- 
sided and summarized the work of the com- 
pany for the year 1920 both from an insurance 
standpoint and in its welfare activities. The 
speakers were the Right Reverend Edmund F. 
Gibbons, Bishop of Albany, Sir George E. 
Foster, former Minister of Finance of Canada 
and now delegate from the Dominion to the 
League of Nations, and Job E. Hedges. The 
speeches were all of a high order. Sir George 
Foster spoke of the business relations between 
Canada and the United States. 





What the Real Salesman Does 


Insurance salesmanship is a proud calling. 
It does not consist of crying for the moon, or 
over spilled milk. It means that we can get 
what we start out for, if we are prepared and 
do not waste time over mistakes we may have 
made. It means that we are so wrapt up in 
our work that we can sell a man fifty thousand, 
if we think he should have that amount, or a 
ten-cent Industrial, if that will better fit him. 

The real salesman grabs every chance for 
education, and he regularly takes stock of him- 
self to learn his weaknesses, and he replaces 
those weaknesses with strong selling argu- 
ments. He aims at 100 per cent and devotes 
a certain time each week to careful study and 
stacks up his brain with ammunition, for in- 
stant use. 

The real salesman has the steady eve and 
tongue. He understands men. He smiles, no 
matter what happens. He keeps his word and 
his friends. He doesn’t forget to ask about 
little Mary’s chicken-pox or how Grandma 
likes her new glasses. He wins respect by 
heing respectful and having a good workine 
knowledge of his subject—Prudential Weekly 
Record. 


Cultivating Collections 


The twenty-five agents representing the sell- 
ing force of a Southeastern general agent were 
recently inspired to vigorous collection energies 
by the receipt of a small package individually 
directed to each one, the package disclosing a 
newly picked garden beet. The card enclosed 
contained the following words: 


“T have got all the Dead Beets I want in my 
garden. Please help me to keep them out of 
my business. You can do so bv industriously 
cultivating the collection of all premiums due 
and payable from the policyholders on your list. 
Start to-day in weeding out all overdue ac- 
counts and you will have my everlasting grati- 
tude.” 


In its device this appeal accomplished more 
than previous form letters and printed appeals. 
—Virginia Weekly Standard. 
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APPEAL TO THE SENSES 


Ways Worked Out to Impress the 
Prospect’s Sight, Smell, 
Hearing, Etc. 





NEARLY ALWAYS SUCCESSFUL 





Any Strange Door Can Be Opened by the 
“Introduction” Key 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 


manship, 











All of us are aware of our possession of 
these special senses and we use them subcon- 
sciously. What we do not realize is that these 
senses all reveal our characteristics. A man is 
so constituted that certain of his senses are 
predominant in him. One man has a fine sense 
of balance which enters into everything he 
does. He balances his gestures, his words, his 
tones. He always seems to be dominated by 
an impulse to balance his ideas. 

The buyer, of course, has his dominant 
senses. If the salesman trains his mind in 
alertness, he will perceive some indication of 
the dominating sense of the buyer. Perhaps 
the color scheme of the office will suggest how 
much colors influence this prospect. Or maybe 
the buyer will have his working tools arranged 
on his desk in balance—the inkwell exactly in 
the center of the blotter, or the pens laid evenly 
on the pen rack. Then again the salesman may 
find the buyer weighing in his hand a knife or 
a key or a pencil. Almost always there will be 
some indication of the sense which is dominant 
in that buyer. 

If the salesman has planned his approach 
with the idea of making his appeals to various 
senses, even if he has no advance knowledge 
of the characteristics of an individual buyer, 
he is well equipped for selecting the right point 
of interest in that buyer’s mind—provided the 
salesman is able to perceive the indications of 
the dominant sense. 

Suppose, for instance, that a salesman is 
selling a richly illustrated subscription book. 
In the back are some gorgeous color plates of 
birds. The salesman perceives on entering the 
prospect’s office indications that the prospect 
has a color sense strongly developed. There 
are pictures, or rugs, of many tints. Promptly 
the salesman turns to the very back of his 
sample book. He has read the mind of his 
Prospect and gets inside with an instant appeal 
to the color sense. 


SUMMARY OF PREPARATION 


An illustration of this sort, however, more 
properly should come under the subject of Siz- 
ing Up the Buyer, which is to be considered 
later. Now, we are giving our attention only 
to the salesman’s preparation of himself for 
making his actual approach. To summarize 
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that preparation—he should analyze his goods 
and his proposition for the purpose of deter- 
mining in advance the different sense appeals 
he can make. Then he should imagine the 
effect which each appeal would be likely to 
make on a buyer dominated by different senses. 

So prepared with discriminative knowledge 
and constructive imagination, the salesman will 
enter the actual presence of the buyer later, 
alert for the indications of the dominant sense. 
When he perceives what that sense is, he will 
know instantly what element in his goods or 
his proposition will appeal to that sense. 

It is essential, therefore, that the salesman 


recognize in his goods or his proposition 
elements that appeal to the senses. He must 
aim at the senses of his prospect. It is possi- 


ble to make appeals to all the senses with any 
goods or proposition, generally speaking; 
though sometimes the salesman will have to be 
pretty ingenious to imagine how to make all 
the various sense appeals open to him. It will 
not suffice, however, to collect only a partial 
repertory, for the salesman needs to be pre- 
pared to make the appeal to the gamut of senses 
in order to be sure that he will not miss one or 
more dominant senses of the particular buyer 
he is to call on next. 

Another great value of this preparation for 
the approach to the buyer’s interest lies in the 
novelty of approach which the salesman can 
work out in advance. He will not be limited 
to the usual approaches, which the prospect is 
forearmed against. The buyer will be taken 
off his guard and the salesman’s ideas will get 
into his mind before he realizes what is hap- 
pening, if appeals are made to him along sense 
avenues to which he has directed no suspicion. 


TESTING OuT THE SENSES 

In order that we may get this idea of sense 
preparation clearly, let us take an illustration: 

A certain salesman of life insurance had 
studied salesmansip thoroughly, and became 
convinced that he could close more contracts 
with sense appeals than in any other way. He 
set himself the task of working out ways to im- 
press all the various senses, in readiness to 
“test out” any prospect for his dominant sense. 
Here are some of the sense approaches he 
planned: 

The approach to the sense of sight was 
planned with several graphic word pictures of 
families left in distress by the death of the 
bread-earner. These were pictures drawn in 
words so clearly that the prospect would be 
made to see them. 

The approach to the sense of hearing was 
planned with accounts of the actual words 
spoken to a widow who vainly sought work 
vith which to support herself. The salesman 
made ready to impress the ears of prospects 
with imagined sensations of distress such as 
a husband would feel if he could dream he was 
dead and that he heard his wife begging for a 
means to make a bare living. 

Similarly the salesman planned appeals to 
the sense of smell. He prepared to describe 
the poisonous odors of reeking tenements, in 
which a poor widow might be forced to live. 

Also he planned how he would describe the 
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taste of dry bread and how the palate would 
crave for tasty food. He was ready with sug- 
gestions of the misery that follows when the 
sense of light is denied its due, in dark rooms. 
He pictured a colorless existence, in the drab, 
dingy surroundings and clothes of poverty. 
He planned how he would describe the rounded 
form of a well-fed child, and show that form 
changed to the angles of starvation. 


SEVERAL SENSE IMAGES 


He planned how to show a woman moving 
about on the streets, in this direction and in 
that, begging for work. He conjured pictures 
of the widow and children cold in winter and 
hot in summer. He was ready to describe their 
loss in weight. He suggested how they would 
meet with resistance from the world. Then, in 
contrast with the smoothness of their lives 
while the bread-earner lived, the salesman pre- 
pared impressions of the roughness of their ex- 
istence without the father. He planned to 
show the dreary duration of long days in a 
sweat-shop, the noise of railroad trains passing 
a hovel, and many other sense images. 

Then in contrast he planned to show the 
pleasant opposites of these ideas of sense. 
When he was fully prepared with a repertory 
of sense appeals, designed to get inside the 
minds of prospects from all imaginary sides, 
the salesman started out to test the efficacy 
of his preparations. He persevered until he 
overcame his first crudeness. He learned to 
read the signs of the dominant senses of pros- 
pects. After a month or two he was able to 
judge pretty accurately the characteristics of 
the different people he called on. Sometimes 
he would have to “test out” a prospect’s senses 
variously before he struck the right lead. But 
always he was able to determine some sense 
that was especially sensitive, and he concen- 
trated on appeals to that, in that particular case. 

For instance, he encountered a man who 
worked in the stoke-hole of a ship as a fire- 
man. This man was proof against appeals re- 
garding his family until the salesman struck 
the sense of cold. Then the prospect involun- 
tarily shivered. His idea of hell was icy cold. 
The salesman worked on that until the prospect 
signed an application for insurance to protect 
his family from the cold to which he was 
peculiarly sensitive. 

After he became expert in his use of the 
sense method, this salesman made an extra- 
ordinarily successful record. He nearly always 
got his man. Sometimes the application would 
be won by appeals of sense to fears or anxiety. 
Whenever possible, however, the salesman 
made his appeals to hope and confidence, 
through sense images. He pictured a widow 
and fatherless children maintained in comfort 
by insurance provisions for their welfare. The 
elements of their comfort always were shown 
through sense ideas, as light rooms to live in, 
warmth in winter and coolness in summer, and 
soon. Care was taken to make the sense ideas 
vivid. They were not merely words. 

It is evident that life insurance salesman- 
ship which carried out such sense plans of ap- 
proach would be very much more effective than 
the life insurance salesmanship that depends 











principally on tables of mortality statistics and 
other figures, 

Let us assume now that the salesman has 
perfected his various plans of approach and is 
ready to make his effort to secure an audience 
with a prospect. Of course he should have this 
step all planned out as best he can, before he 
calls on the man he intends to sell. We realize 
that the best salesmanship in the world will be 
useless if the salesman cannot get at the pros- 
pect. Therefore it is important to make plans 
in anticipation of difficulties that may bar the 
way to the buyer’s office. The salesman who 
relies on the inspiration of the moment to gain 
him admission to the presence of the man he 
wants to see is taking long chances of running 
short of inspiration at the critical moment. It 
is better to go to the buyer’s office thoroughly 
prepared. 

ONE OF THE Best Ways 

One of the very best ways to get inside is to 
take with you the “Introduction” key. It will 
unlock any strange door, and usually admission 
will be granted after the door is unlocked Yet 
few salesmen avail themselves of this great aid 
in selling, to the extent that they might use it. 

Statistics are not available to determine the 
percentage of refusals to receive the salesman 
which cuts down the average of his daily inter- 
views, but we know that the salesman is fre- 
quently balked at the outset of his selling effort. 
He can’t reach his man. This is especially the 
case with the big buyers, who are fenced about 
with clerks and private secretaries. The closed 
gate must be opened somehow. The average 
salesman is able to do himself justice if he 
once reaches the presence of the man he wants 
to sell. Hence it is vitally necessary to plan 
how to secure an audience. An introduction 
will accomplish the desired result better than 
will any other means. The salesman therefore 
should be equipped with this key whenever 
possible. 

The true salesman never forgets that this 
is a mission of service. With this conscious- 
ness he seeks introduction; not with the pur- 
pose to worm himself into a _prospect’s 
presence, but so that he may walk in straight 
and well-accredited. He does not beguile peo- 
ple into giving him letters of introduction. He 
asks for them frankly, stating his object con- 
vincingly. He makes no request for a recom- 
mendation of himself or of his proposition, un- 
less the circumstances warrant him in believing 
that the person from whom he desires a letter 
would be willing to recommend him. The 
salesman just asks to be introduced. 

If this distinction were thoroughly appre- 
ciated by salesmen, they would be able to get 
introductions to all the important buyers in 
their territory. Every buyer has friends and 
valued acquaintances. It is not hard to learn 
who they are. When a salesman anticipates 
difficulty in reaching a big man he should make 
a point of getting acquainted first with some- 
one who knows the big man. Then, if the 
salesman takes care to make a fine impression, 
it will be easy to request, “Just give me one of 
your cards, please, and a word or two to Mr. 
Buyer. I’ll appreciate it very much, as I shall 
be calling on him this afternoon.” 
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If such a request is spoken with the con- 
fidence of a man who knows he means to serve 
the buyer, it will not be refused often, though 
it be made to a man the salesman has met only 
a few minutes before. The magic words, “In- 
troducing Mr. Salesman,” written on a card 
by an acquaintaince of the buyer, will help in- 
calculably in getting an audience. Sales man- 
agers differ regarding the advisability of the 
salesman’s sending in his own business card to 
a prospect when he requests an interview, but 
there can be no question about the advantage 
of using a card of introduction from someone 
else, 

The letter of introduction is more valuable 
than a card, of course, when it can be obtained 
from a personal or business acquaintance of the 
prospect, it is well worth while to take time 
and get it. And when it would be impractic- 
able to secure such a letter, the salesman’s 
house should give him a letter to each important 
buyer in his territory, rather than to expect 
him to use a card when making his calls, 

This letter of introduction from the house 
should be merely a letter of introduction, and 
not an attempt to do part of the selling by con- 
taining any recommendation in specific words. 
When a house of good standing—and the sales- 
man should not work for any other kind— 
issues to One of its traveling representatives 
letters of introduction to the principal buyers 
in the salesman’s territory, it pays a courtesy 
to both the buyer and the salesman in each let- 
ter. Courtesies always make good impressions. 
The letter should be brief. It is sufficient to 
say, after addressing the buyer by name and 
title, “Dear Mr. Smith: This will introduce 
Mr. Thomas Brown, who represents us. Yours 
very truly, Jones & Company, by Edward 
Jones.” 

ADVANTAGES OF A LETTER 

Now what is the effect of such a letter of 
introduction? First, the salesman is able to 
present himself in the outer office as one who 
has a right to seek admission to the sanctum. 
The office boy or a clerk will be unlikely to snub 
him or to attempt to hinder him. Nine times 
out of ten a letter of introduction will be car- 
ried without any question to even a big buyer; 
though a calling card would be scrutinized 
suspiciously by underlings. Second, when the 
buyer gets the note of courtesy, signed by the 
head of the salesman’s house or by someone of 
high standing in that house, he feels an obliga- 
tion of courtesy in return. He may not think 
of the salesman as his business equal, but he 
will recognize the business equality of the man 
whose name is signed to the letter. A refusal 
to see the salesman would be a snub to his 
official superior. Therefore the chance of dis- 
courtesy is minimized. The salesman is much 
more likely to secure an audience than he 
would be if he just sent in a card. Third, the 
salesman is dignified by a letter of introduction. 
He is made to appear as a real ambassador of 
commerce and does not create the impression 
of being a peddler. 

The combined effect, therefore, greatly im- 
proves the salesman’s chances, not only to see 
his man, but to impress him well when the in- 
terview is granted. 
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Such letters of introduction can be used only 
once with any buyer, of course. Hence it is 
important that the salesman make such a good 
impression the first time he calls that he will 
be welcome to come again. The value of the 
letter of introduction must be appreciated, and 
the salesman must live up to the most that 
could be expected of him by the prospect. It 
happens often, unfortunately, that a salesman 
uses a letter of introduction as a sort of jimmy, 
and makes himself as undesirable as a burglar, 
after he gets into the buyer’s office. The letter 
of introduction gives the salesman an oppor- 
tunity to demonstrate the kind of salesman he 
is. If he is the wrong kind, his first visit will 
be his last, probably. But the right kind of a 
salesman, after once being received by a buyer, 
will find the bars down the next time he calls. 
The time to plan for the second audience is 
before and during the first audience. 

We will not consider here how to get into 
the sanctum again, after having been received 
once. A good salesman needs no better intro- 
duction for his second visit than the impression 
he made the first time he called. After that 
his name or his card should suffice to secure 
an interview. 

PREPARED FoR TurRN Down 

It is improbable that a salesman equipped 
with the best letter of introduction he can ob- 
tain will be denied admission to a buyer’s pres- 
ence, but often the salesman calls without any 
letter. He sends in his name and the office 
boy brings back the buyer’s refusal to see him. 
What is the salesman to do them? 

If the refusal is a surprise to him, if he is 
taken unawares, the salesman will show that he 
is disconcerted, very likely. And the office boy 
will grin at his rebuff. But if the salesman 
has prepared himself for a turn-down—for 
various kinds of turn-downs—he will be ready 
with a quick comeback. All of us can think of 
things we might have said, after the time when 
saying them would have done us any good. 
These after-thoughts are ineffective. The 
salesman should think ahead and be “loaded.” 

The curt refusals, refusals of any kind, may 
be anticipated pretty accurately. Buyers who 
don’t want to see salesmen with whom they 
are unacquainted, use certain stock expressions 
almost invariably. They send out word that 
they are “too busy”; or “don’t need anything in 
your line’; or similar familiar messages of 
rejection. The salesman should plan to utilize 
such habitual refusals, to make an impression 
that he is an exception. He should realize the 
state of the buyer’s mind and feelings, and 
should plan a come-back to every stock rejec- 
tion, which will create respect and not be an 
exasperation. 

The salesman is advised and coached to be 
persistent. That is proper. But his persistence 
should not appear insistent. It never pays to 
nag a buyer into granting an interview. There- 
fore the salesman should make all his plans to 
eet inside the sanctum, from the standpoint of 
the buyer. His object must be to create a de- 
sire to see him, no matter how many other 
salesmen have been barred out. The best way 
is to make an impression of the service he has 
come to render the buyer. 
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PRUDENTIAL CHANGES 





Leaders for Entire Year in Ordinary 
and Industrial 





SEVERAL NEW ASSISTANTS 





Sixteen Assjstant Superintendents Who 
Are Leading Their Class in 
Production 
One of the outstanding features in the record 
of the Louisville, Ky., district for 1920 is the 
fact that besides capturing first place among 
the proportionate leaders in ordinary every 
assistant has secured a place among the com- 
pany’s one hundred and fifty “Star Ordinary 

Producers.” 

Assistant C. F. Maetshke has the distinction 
of leading the entire field force with an or- 
dinary net issue that might secured 
premier position for an entire district only a 
few years ago. While Superintendent Kendall 
has reason to be proud of the district’s ordinary 
achievements new and higher standards have 
heen set for 1921. 

Agent John A. 
received his promotion to an assistancy in the 
same district for date of December 27, 1920. 

John V. Pinno was promoted to an assistant 
superintendent December 6, and is now in 
charge of the Oxford, Pa., assistancy of the 
West Chester, Pa., district. 

Charles W. Carr, Philadelphia No. 7, 
James G. Kreitzer, Philadelphia No. 11, 
advanced in their respective districts to the 
position of assistant superintendent. 

Assistant Superintendent William J. Fader, 
formerly of the Reading, Pa., district, has 
fully recovered from his recent illness and has 
charge of an assistancy in the Philadelphia 
No. 3 district. 

Agent Daniel O’Neil, of the Hoosick Falls 
office, Troy, N. Y. district, was promoted to 
assistant superintendent on January 10, 1921, 
to take charge of that office. 

The following have recently been admitted to 
membership in the Prudential Old Guard: 
C. H. Ricking, assistant, Cincinnati No. Io, 
class C;” T. Dickson, agent, Vincennes, Ind., 
class “B”; W. A. Brown, assistant, Toledo, O., 
class “A,” and also Claus G. Mack, assistant 
superintendent, Madison, Wis.; Lawrence E. 
Peterson, agent, Davenport, Iowa; Mathias N. 
Nelson, agent, Minneapolis, Minn.; Henry D. 
Powell, agent, Waterloo, Iowa. 

Assistant Clarence F. Owens of the Wash- 
ington, D. C., district and Agent Edward E. 
Beitel of the Bethlehem, Pa., district started 
the new year with a conimendable amount of 
ordinary writings. 

Agent Wilber H. Quigley, Baltimore 4 dis- 
trict, has recently been admitted to member- 
ship in class “C” of the Prudential Old Guard. 

M. J. Denardo was promoted to position of 
assistant superintendent in the Fall River dis- 
trict. 

In the Boston No. 3 district there are two 
agents who are making a good new year's 
Start in Industrial; J. Goldman and_ T. 
Murphy. In the Portland, Me., district, 
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\gent J. A. Gonagle is also beginning the year 
in good fashion. 

Here are the districts of Division N with 
leaders respectively in industrial and ordinary 
for the year 1920: 


Bridgeport—W. W. Dunnigan, J. M. Parker. 
Hartford—A. Block, G. F. MacLaughlan. 
New Haven—A Guerrieri, T. F. Kerwin. 
Norwich—P. E. Bonin, P. E. Bonin. 
Waterbury—O. E. Green, C. M. Spearo. 
Dover—A. J. Stark, J. A. Stark. 

Passaic—J. D. Leaycraft, H. M. Moffitt. 
Paterson—M Varallo, C. Foca. 

Albany—B. L, Vincent, A. M. Fahrenkopf. 
Kingstown—E. E. Wiberg, R. Travis. 
Middletown—N. Schweiger, N. Schweiger. 
Mt, Vernon—P. Daeubler, M. D. Foley. 
Newburgh—E. Bennett, H. Goldsworthy. 
Poughkeepsie—D. Plass, J. J. Dunn. 
Schenectady—J. Van Epps, H. L. Burdick. 
Troy—Hoosick Falls, Asst’cy; M. F. Foley. 


Following are the district agencies in division 
showing leaders in production for the full year 
of 1920 in industrial and ordinary respectively: 


Bridgeport—C. R. Parsons, M. Halpert. 
Hartford—D. L. Sheat, J. F. Baldyga. 
New Haven—G Navarretta, M. Rosovsky. 
Norwich—J. Panek, A. Perlow. 
Waterbury—N. Russo, A. Tremalio. 
Dover—H. Bruen, H. A. Teets. 
Passaic—M. VanEss, M. M. Peterzell. 
Paterson—G. A. Parliman, J. Shaw. 
Albany—M. W. Marvin, E. J. FitzGibbon. 
Kingston—B. J. Callahan, N. C. Snyder. 
Middletown—M. Strauss, B. Trigg. 


Mt. Vernon—W. A. Wilson, F. A. News- 
wander. 
Newburgh—J. Leonard, D. S, Hutchins. 
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Poughkeepsie—A. Lucian, S. M. Romeril. 
Schenectady—W. R. Rudd, L. Myers. 
Troy—D. O’Neil, J. B. Rentz. 

The following are leaders of Division C 
according to Ordinary Net Issue for the year 
Superintendent R. R. Aggas of 

Mass.;: Assistant Superintendent 
VY. J. Chmura of Springfield, Mass.; Agent O. 
Meltzer of Springfield, Mass. 

During the year 1920, in Division F, Assist- 
ant F. Leska of Cleveland 2 was the leader 
of the assistancy force in Ordinary net issue, 
Assistant E. G. Perkins of Wheeling, W. Va., 
ranking No, 2. Agent R. E. Blaney of Fair- 
mont, W. Va., held the leading position in the 
agency ranks in Ordinary, Agent W. J. Brud- 
zynski of Cleveland 2 occupying the second 
From the standpoint of Industrial 
net increase, Assistant W. P. Kistler of Wash- 
ington finished No. 1, followed by an associate 
of his district, Assistant M. C. Liggett. Inde- 
pendent Agent G. E. Cory of Columbus oc- 
cupied the first place in Industrial increase. 
\mong the agents, Agent E. E. Keefer of 
Washington finished second. 


yf 1920: 


Springfield, 
\ 


position. 





Would you like to have your children taken 
out of college because of your death? Would 
you like to have your family separated ? Would 
you compel your wife to seek employment im- 
mediately upon your death? If you dislike 
these situations, you like the idea of insurance. 
Make the idea a reality. 





While it is rather early to predict leaders in 
industrial production for the year, it is well to 
note that Washington evinces a noticeable im- 
provement this year over the year just closed, 
hy liberally sprinkling the names of Washing- 
tonians among the leaders—The Eureka. 
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COMPANY MAKES CHANGES IN POLICY 
CONTRACTS 





War Clause, Disability, Double Indemnity 
Clauses in List—Intermediate Policies 
to Contain Disability Benefit 

The following have been promoted from the 
agency ranks to assistancies in the districts of 
their service: 

Richard D. North, Baltimore; Jerome C-. 
Duffy, River Point; Martin C. Shevlin, Holy- 
oke; Edward F. Nowak, Detroit; John C-. 
Clair, Pittsburgh II; Wylie Brooks, Cincinnati 
I; Henry C. Griffin, Yonkers; John A. Wester, 
St. Louis III; William K. Ferrick, Buffalo; 
Joseph N. Manola, Pittsburgh III. 

The following agents were promoted or 
transferred: Ferdinand W. Reimann and 
John T. Lynch from agents at Hartford to 
assistant superintendents at New London; 
Joseph W. Ruffing from agent at Chicago I! 
to assistant at Toledo, Ohio; Samuel Green- 
baum from agent at Brooklyn II to assistant 
superintendent at Hempstead; Paul L. Goepp- 
ner from agent at Chicago I to assistant super- 
intendent at Toledo, Ohio; Robert Geraldi 
from agent at Bridgeport to assistant at Hack- 
ensack, N. J. 

The following assistants were transferred: 
Hugo W. Schwarz from St. Louis III to To- 
ledo, Ohio; Charles L. Rainville from Paw- 
tucket to Whitinsville; William A. Lee from 
Cincinnati I to assistant at Toledo, Ohio; 
Michael T. O’Connell from Riverpoint to New 
London, 

Other changes including promotions are as 
follows: Hale H. Biddle from assistant 
cashier at St. Louis I to cashier at Toledo, 
Ohio; Harry Helms from agent to applica- 
tion inspector at St. Louis I; Loretta Trapp 
from clerk to cashier at Cincinnati I; Roland 
A. Hueston from cashier at Cincinnati I to 
same capacity at New London. 

The expansion of the Company’s field during 
the past few years has necessitated some in- 
crease of the agency department personnel and 
two appointments are announced for the home 
office inspectors. These are: W. L. Powers of 
Buffalo and Clarence Falconer of Pittsburgh 
II and their duties will be largely confined to 
the Western agency. Their appointments as 
home office inspectors take effect January 31. 

A number of important changes have been 
made in the further organization of the agency 
department of the company and the following 
have been promoted to the position of field 
supervisors: John P. J. Kidney, George A. 
Weatherby, Harry J. Koops, John E. Frost, 
Edgar C. West, Jr., and James Gilchrist. 

Harry S. Phipps has been appointed super- 
visor of agency investigations. The agency ac- 
counts branch of the department will continue 
under the able direction of Clifford S. Jones, 
supervisor of agency accounts. 

The following is a statement in brief form 
of the principal changes in the policy contracts 
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SELECTED CLASS LIBRARIES FOR INSURANCE MEN 


$50 LIBRARY FOR LIFE INSURANCE MEN 


Misti Serer NAR cic sco5 ond Veo ae Roe eGA En suwesoassareeees esse $4.00 





EO 8 ETS OS ee eee ee 1.50 
What Life Insurance Is and What It Does, by Wm. Alexander...... 1.50 
Life Insurance Primer, by Henry Moir. ... 5... .c.c cc ewe ees eses 3.00 
Business of Life Insurance, by Miles M. Dawson................. 1.60 
Practical Lessons in Actuaria] Science, two volumes, by Miles M. 
RURRSIEOS ns beri een pee ta tee re cat tapas ate Sore Goa are TOTES .00 
The Insurance Year Book, Life and Casualty Volume.............. 10.00 
How to Sell Insurance, by Wm. Alexander................0ceeeees .00 
Business Insurance, by POS IRS sv sss cine nari-eGreies Cie ene 1.50 
The Monthly Income Policy, by Wm. T. Nash..............000008 .50 
Multiplying Your Income, by RIE Wis MAO o ossis-avein Sie sierara.eteisrecatareve 1.50 
BRAIN MOY te RONNIE oa fod os parc a 6 505.063 0a we loip aie d'e eo sars. w o04 ae wie 4.25 
Practical Pointers, bY Forbes TAnGgay .....5.6.6.o.66 5 o0:s-5i0s'0'c 060 scecceee 2.00 
Efficiency, by Forbes Lindsay.. oeohe aaron? ek Gee 
Life Insurance and How to W rite it, “by J. "M. ‘Langstaff. . Dk diate SremUenys 1.75 
Objections and Answers, by Ira C NEA hie eae 0 1.00 
Life Insurance Salesmanship, by T: FT AIenderson. .. «00. 1.50 
The Art of Canvassing, by the late William Miller 2.00 
The Handy Guide to Premium Rates, Applications and Policies...... 3.75 
ear Ee ASSENT ORIEN os dav csp so. bia eo sie oo io 5 Cavs co Geologie plea sup pew ee) 2.00 
Some Plain Hints to Life Insurance Solicitors, by C. W. Pickell...... 50 
Plain Reasons: Why One Should Engage in the Business of Life Un- 
cele Be ge C8 AE CCS 2S | a ee eee eer ana 1.00 
The Life Insurance Policyholders Pocket Index................... .50 
Pocket Register of Life Associations (Assessment Statistics)........ .50 
$59.10 


$25 LIBRARY FOR FIRE INSURANCE MEN 


IME HPRCUROTIES acon ccbniee susie hassles sa uiweswwiestmem cea newman $4.00 


Penis Rew EO Wire SRSUTBNCS og 5 a. < 5s )oes. ojo os niaie 0.0 bo cules 6 eee bare ee 3.50 
Fire Insurance Inspection and pemaceennie ee er 5.00 
Fire Insurance Law (Hardy). ac arcxt 86 cus) Sari a mshi IOA 16 RSIS Grates i 
Fire Prevention and Protection....................ccceeeceueue 4.25 
Insurance Year Book, Fire and Marine Volume.................+. 10.00 
Standard Fire Insurance Policy... oo o6.c ccc ccc onesies cone ve 1.00 

$29.75 


$30 LIBRARY FOR FIRE INSURANCE MEN 


(Suggested by Charles C. Dominge, Co-Author of Fire Insurance Inspection 
and Underwriting) 


Fire Insurance and How to Build, by F. C. Moore................5- $5.40 


Fire and Explosive Risks, by Von Schwartz............00e0eeeees 6.00 
Fire Prevention and Fire Protection, by Freitag.................. 4.20 
Fire Prevention and Protection, by A. C. Hutson................ 4.25 
Crosby-Fiske-Foster Hand Book of Fire Protection.............. 4.25 
Automatic Sprinkler Protection, by Dana..............eseeeeeee- 3.15 
Fire Insurance Inspection and Underwriting, by Dominge and Lincoln 5.00 

$32.25 

$30 LIBRARY FOR MARINE INSURANCE MEN 

rae SoDEDO RDO oo nisiss 6c4.aes AS KO Sone ed sUislewe s CNN ee Ee 464 $4.00 
Insurance of Freight. by Lazarus... . os .ccs ccs ces chee cecsecbacews 6.00 
Matias Basrmnee ig GOW s.« o5 <is5 645 cases vem saegepave swale cag 3.40 
Insurance Year Book, Fire and Marine WV GUUITIG so 6.0.5.6 0or0 sre Seb eas 10.00 
Marine Insurance, by Templeman...... . 2.00 
Marine Insurance: Its Principles and Practice, by W. D. Winter. 4.25 
Sea Insurance According to the British Statute, by Gow............ 7.80 

$37.45 
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$25 LIBRARY FOR LIFE INSURANCE MEN 

Ri eiae meer RMON At oodi tsa 0, seas er en a talorars areola eet eA ee $4.00 
PE Sy Be Se Ree a ote ra a ee 1.50 
What Life Insurance Is and What It Does, by William Alexander.... 1.50 
Life Assurance Primer, by Henry Moir.............cc0cccccccceue 3.00 
How to Sell Insurance, by William Alexander.......... A Aer 2.00 
Business Insurance, by ORION IMGs. « 5-60.16 é:aeieialnvoi¥ o-0xls-< 6 bake 1.50 
Monthly Income Policy, by Wm. T. Nash............ccceccccccce .50 
Multiplying Your Income, ges Ss GC | rrr rn a 1.50 
Practical Pointers, by Forbes PNAS ot eran craven rearne he ees 2.00 
Life Insurance and How to Write It, by J. M. Langetaff............ 1.75 
Life Insurance Salesmanship, by T. iP PRORGEUSON 6.55.5 5 oso ieee oe 1.50 
The Handy Guide to Premium Rates, Applications and Policies...... 3.75 
SRA pe Ae MOINES ERENCE <9 5 50), 530160: 05:9, und ea SCI AIR Oye Ri eLeuh Rea ce he ec 2.00 
Some Plain Hints to Life Insurance Solicitors, by C. W. Pickell...... .50 
Plain Reasons: Why One Should Engage in the Business of Life Un- 

AER TRN aa6- Sopra als cal aera soy are aleve iio yosie 6 sR achiigietae Chusinos ies ans 1.00 
Life Insurance Policyholders Pocket Index...................... .50 
The Pocket Register of Life Associations (Assessment Statistics) 50 

$29.00 ~ 


$50 LIBRARY FOR FIRE INSURANCE MEN 


SUES ee We WIN sc ions 0p aos 89) oe 50k aad Sold o wee II EA $4.00 
genta Oey CO PISO PNSUTANCE 6550.55 6.6: 5,0 os o.0 bis 0 bao oe sane oe os ue 








Agents and Inspectors Pocketbook of Fite Protection.............. 2.50 
Cendensed CMenmiCal ICHONATY ooo. i ie kok vce n ye6 keene enw 5.30 
Fire Insurance Inspection and Underwriting...................... 5.00 
Wire TnsuranGe faw CElATa yy oo. eo cc sais sis sue se eb wocieseccecs 2.00 
Fire Insurance Laws, Taxes and Fees. Seana ccal eee, 10.00 
Hite Prevention ANG ErOceCtiON... 6. sik ceases caw civ coeeasiees 4.25 
Hall on Insurance Adjustments... 2.0... ccc cece cncwceee ce 3.50 
Hand Book for Fire Insurance Agents................0cccceceee 1.50 
Insurance Year Book, Fire and Marine Volume.................. 10.00 
Dedartabet OE TOMI. coin oo ees + cs scence ec occcceccnetll 2.00 
Special Agents and Adjusters Hand Book........................ 1.50 
Sbantlate Wire NUSUEATICO IE GUOV S565. 6 oso a.0 oo.ciare.ols bin aw Siviene ein eee . 1.00 
Yale Readings in Insurance (Property Insurance)................ 2°50 
$58.55 
$50 LIBRARY FOR wag te ae ey. AND MISCELLANEOUS 
SURANCE ME 
EARS eu RU ONO e225 sisi) stn 5 a0) 51s isla bole ws deen now ave aiid eec ee ence $4.00 
Insurance Year Book, Life and Miscellaneous Volume............. 10.00 
Employers’ Liability, Workmen’s Compensation and Liability In- j 
BP etaierpcoc cr iaieta aes tie Santa re ake ner a Le 5.00 
MOSES OL EMSAM 5 a5 5iteio rs sisyei's ¥ca Ge stere Nos asratdw ese row le Seen. 10.00 
The Accident Insurance Manual... o.6.06. ccc as ce cw ccewceccce 3.50 
The Principles of Surety Underwriting... ........... 0... cccecece, 3.00 
TheAdjustersMlanyal cis os seas oe < oko ss cee co ban sae. 3.00 
Claims Arising from Results of i ye § | CULE 6 Cn nea ena RANG: it 3.50 
Investigators and Adjusters Hand Book......................... 2°50 
Manual of Fidelity Insurance and ‘oracle Suretyship 2°50 
Valuation Tables for Death Benefits... ..........c0cccceccces. 10.00 
Liability Investigators Hand _ eee 1.50 


eaetianek tke tie Cinddis Gibiies 0 “0 
$60. 00 
$25 LIBRARY FOR ACCIDENT AND HEALTH INSURANCE MEN 
EEA Fe ASAIO oa sos'a'6 6 sy eiselig. os) nlolpc en pharare- mem ceareicrecioave aces Seems $4.00 
Insurance Year Book, Life and Miscellaneous Volume...........__ 10.00 
The Accident Insurance Manual (Rates and Policies). . Siidocse, Eaae 
a ee ear eeaaee ge 
Claims Arising from Results of Personal Injuries cS 
Investigators and Adjusters Hand Book......................... 


Pocket Register of Accident Insurance............ 
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of the company in the Ordinary Branch as they 
will be issued beginning February 1, 1921: 

WAR CLAUSE: The restriction on mili- 
tary and naval service in time of war has been 
withdrawn from the contract, except as to the 
disability and double indemnity provisions. 
Policies already issued with the war clause in 
effect, on February Ist will to a similar extent 
be free from such restriction. 

DISABILITY PROVISION: The mate- 
rial change is in the amount of settlement. The 
instalments will run at $10 per month per 
$1,000 in place of 10 per cent yearly of 
policy face, as now. 

The new provision may be made applicable 
to old policies, the insured under which may 
be eligible under the company’s rules. This 
applies to old policies carrying previous forms 
of disability settlement, under which the new 
instalment benefit may be had subject to ad- 
justment of the premiums. 

DOUBLE INDEMNITY: To persons 
eligible under the Company’s rules and upon 
certain plans of policy there will be granted 
provision for Double Indemnity in case of 
death by accident before age sixty. 

The total amount of insurance upon which 
the Double Indemnity will be effective on any 
one life is $15,000. The premium on the whole 
life and continuous premium endowment 
forms is $1.25 per $1,000, irrespective of age. 
On the other forms of policies it will be a 
sliding scale. 

he Double Indemnity will be limited to 
certain simple forms of policies, that is, the 
regular forms of life, limited life, and endow- 
ment. This excludes term policies, joint life, 
continuous monthly instalment, and corpora- 
tion forms, 

It is the Company’s intention to grant the 
Double Indemnity clause to contracts existing 
February 1, 1921, no matter of what year of 
issue, provided the insured is not more than 
age fifty-four and is eligible under the general 
tules relating to the granting of the benefit. 

INTERMEDIATE POLICIES: These pol- 
icies will contain a disability benefit providing 
for waiver of premiums, which will be granted 
to risks eligible under the Company’s rules. 





Convince the Beneficiary 

It has been frequently stated, upon what 
authority we do not know, that eighty-five per 
cent of the retail buying of America is to-day 
done by women. Whether the percentage is 
exactly correct or not is immaterial, as every- 
one realizes the big part that the women of the 
household have in the domestic budgets. 
_ This has a very great importance for the life 
insurance solicitor. Whether the prospect 
mentions it or ‘not, we know that many of them 
discuss with their wives or mothers the subject 
of additional insurance between the time the 
question is first broached and the call of the 
agent to close. If conditions are such that you 
cannot conveniently talk to the woman of the 
tamily yourself, try to so present your proposi- 
tion to your prospect that he will have to put it 
before the beneficiary in .an impressive and 
appealing way. 
_This influence of the beneficiary is un- 
coubtedly one of the things that makes even- 
‘ng interviews at home so successful in subur- 
can and rural districts—Northwestern Field 
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WITH THE METROPOLITAN 


Gabriel Dunkleman Receives Promo- 
tion 








NEW DISTRICT IN DETROIT 





Leaders in Industrial and Ordinary Insur- 
ance for 1920 


The relative standing of the ten leading dis- 
stricts of the Metropolitan Life Insurance 
Company in the country at large (exclusive 
of the Pacific Coast) in average Industrial 
gross increase per week, per agent, for the 
year to and including the week of December 
27, 1920, is as follows Providence, R. L., 
Superintendent ‘W. G. Bagley; Bay Ridge, 
N. Y., Superintendent F. D. Berkeley ; Woon- 
socket, R. I., Superintendent W. H. Rogers; 
Biddeford, Maine, Superintendent J. G. D. Le 
Bel; Delmar, Mo., Superintendent Leca 
Bendel; Torrington, Conn., Superintendent 
James Kirkbright; Windsor, Vt., Superintend- 
ent A. H. Thompson; Derby, Conn., Superin- 
intendent C. W. White; Memphis, Tenn., 
Superintendent W. H. Jones; Springfield, 
Mass., Superintendent J. G. Schwenger. Of the 
ten, seven were in the New England Territory. 

The ten leading agents and agents unat- 
tached in amount of gross increase, Industrial, 
to the week of December 27, 1920, inclusive, 
were: E. A. Steigel, Agent Unattached, Prov- 
idence, R. I.; C. E. Langevin, Agent Unat- 
tached, Pawtucket, R. I.; Paley Barnet, Agent, 
Riverside, N. Y.; W. T. Raines, Agent Unat- 
tached, Des Moines, Ia.; W. E. Webb, Agent 
Unattached, Poplar Bluff, Mo.; J. F. Donovan, 
Agent Unattached, Northampton, Mass.: T. L. 
Custeau, Agent Unattached, Biddeford, Me.; 
Morris Weiser, Agent Unattached, Manhat- 
tan, N. Y.; E. J. Collins, Agent Unattached, 
Dorchester, Mass.; Benjamin Silber, Agent 
Unattached, Bristol, Pa. The New England 
Territory again shows up well with five out of 
the first ten. 

In Paid-for Ordinary business for the year 
to and including the week of December 27, 
1920, the ten leading districts in the country at 
large were: Englewood, IIl., W. F. Monahan, 
Superintendent; Detroit, Mich., Edwin Bond, 
Superintendent; Cadillac, Mich., J. A. Blake, 
Superintendent; Dearborn, Ill., Adolph Bame, 
Superintendent ; St. Clair, Mich., W. C. Martin, 
Superintendent; Wilkes-Barre, Pa. W. O. 
Washburn, Superintendent; Buffalo, N. Y., Dr. 
G. S. Staniland, Superintendent; Scranton, Pa.: 
James James, Superintendent; Murray Hill, 
N. Y., D. G. C. Sinclair, Superintendent: 
Knickerbocker, N. Y., L. S. Brutenn, Superin- 
tendent. Five of these districts are in the 
Great Western Territory. 

The ten leading agents and agents unat- 
tached in the country at large in Paid-for Ordi- 
nary business for the year to and including the 
week of December 27, 1920, were: Gabriel 
Dunkleman, Agent Unattached, South Shore, 
Chicago, Ill.; J. E. Chic, Agent Unattached, 
Huntington, W. Va.: David Cahn, Agent Un- 
attached, Detroit, Mich.; S. B. Fuller, Agent 
Unattached, Hamilton, Ont.; A. W. Kirnak, 
Agent, Johnstown, Pa.; James Caruso, Agent, 
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Groveland, Ill.; J. W. Murphy, Agent Unat- 
tached, Cadillac, Mich.; M. S. Krause, Agent 
Unattached, Cadillac, Mich.; A. J. Dubuc, 
Agent Unattached, Woonsocket, R. I.; J. D. 
Wines, Agent Unattached, Cadillac, Mich. 

James G. Callahan, Deputy Superintendent 
at Tower Grove, Mo., was promoted to be 
Superintendent at Hyde Park, Mass., a new 
district. 

Rocky Mount, formerly a detached point of 
Raleigh, N. C., has been made a new district, 
January roth with F. B. Jones, formerly a Dep- 
uty Superintendent, in charge as Superintend- 
ent. John H. Cave, Superintendent at Lynch- 
burg, Va., has been discontinued and Jefferson 
D. Spicer, formerly Superintendent at Raleigh, 
N. C., transferred to fill the vacancy, while 
Phillip B. Magruder, Deputy Superintendent at 
Washington, D. C., has been promoted to be 
Superintendent at Raleigh, N. C., to succeed 
Spicer. 

A few changes have taken place in the Em- 
pire State Territory. The respective superin- 
tendents at Peekskill, N. Y., and Flushing, 
N. Y., have changed places, Frederick F. 
Kiesewetter is now Superintendent at Flush- 
ing, N. Y., and George B. Fee, Superintendent 
at Peekskill, N. Y. John Schmoll, Deputy 
Superintendent at Amsterdam, N. Y., was pro- 
moted to be Superintendent at Little Falls, 
N. Y., January 17th, to succeed Superintendent 
Lully, and Frederick A. Bills, Deputy Superin- 
tendent at Buffalo, N. Y., was promoted to be 
Superintendent at Batavia, N. Y., January 17th, 
to succeed Superintendent Mullens. 

In Canada there have been two changes. 
David W. Mason, Superintendent at Brant- 
ford, Ont., was transferred to Hamilton, Ont., 
January 24 to succeed A. G. Bradley, and this 
made possible the promotion of Shelden F. 
Muter, Deputy Superintendent at Kitchener, 
Ont., to succeed Mason as Superintendent at 
Brantford, Ont. 

In the Middle Atlantic Territory C. K. Ster- 
line, superintendent at Shackamazon, Phila- 
delphia, Pa., was transferred to Kensington 
District, January 24, to succeed F. J. Lynch, 
who was transferred to Harrowgate, Pa., as 
Superintendent to succeed E. G. Gleed. 

In the Great Western Territory Archibald 
G. Potter, Superintendent at Oak Park, IIl., 
was transferred to Bloomington, IIl., January 
24 to succeed Henry B. Keena, discontinued 
on account of ill health. Gabriel Dunkleman, 
was promoted to be Superintendent at Oak 
Park, IIl., to succeed Potter. A new district 
by the name of Gratiot (Detroit) Mich., has 
been created by the division of Cadillac, Mich., 
January 24, and George F. Abbott, Supervisor. 
Ordinary Department, Home Office, has been 
appointed Superintendent. 


Important 
The success of a district can safely be meas- 
ured by the degree of personal interest on the 
part of every member on a staff. We are loth 
to believe that any man, claiming as his profes- 
sion the honored title of a life insurance rep- 
resentative, can feel so self-sufficient in his 
knowledge of the business, or so utterly disin- 
terested in the affairs of the company of which 
he is a-member, as to deliberately ignore his 

field paper —“The Bulletin.” 





INSURANCE SHOULD A 
MAN CARRY? 

Chapter From ‘How to Sell Insurance,” 
By William Alexander* 

A man’s building is said to be fully insured 
when the proceeds of his policy will restore it 
if it should be consumed by fire. 

If the insurance value of a man’s life should 
be appraised in any such way, he would not 
be adequately insured unless the proceeds of 
his policy would, if prudently invested, yield 
an income equal to his earnings when alive and 
able to work. But few men could if they 
would, or would if they could, carry as much 
life insurance as that. Consequently, there are 
not many people in danger of being over-in- 
sured if the subject is thus regarded. The 
question, indeed, is practical rather than theo- 
retical. No investor is in danger of taking too 
much unless he takes more than he can afford. 

Some agents have gone so far as to attempt 
to establish a scientific basis from which to de- 
termine the proper amount of insurance a busi- 
ness man should carry. Basing their calcula- 
tions on a man’s “expectation of life,” and tak- 
ing into consideration the “productive period” 
of his life, they try to determine the correct 
amount. This is plausible, but utterly fal- 
lacious. The Expectation Table indicates the 
average duration of life of a multitude of peo- 
ple. But the fate of each individual is abso- 
lutely uncertain. Any man may die to-day or 
may live for many years. And one man may 
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* Published by The Spectator Company. 
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be without dependents while another may be 
responsible for a wife and a large family of 
children—and perhaps for parents and unmar- 
ried sisters also. 

The best rule for the agent, therefore, is to 
find out the insurance needs of a prospect and 
then see how nearly he will consent to provide 
for those needs. In almost every case the 
prospect will be unable or unwilling to pro- 
vide in this way for all his needs. Hence the 
agent need have no fear that he will induce 
his client to take more than would prove ad- 
vantageous. But he should be careful not to 
persuade him to take more than he can afford 
to carry; for the man who assumes too heavy 
a burden is likely to cast it aside altogether, 
instead of simply relieving himself of the part 
he is unable to sustain. 

The agent who overloads his clients is short- 
sighted and indiscreet; for any policyholder 
who becomes a deserter seriously interferes 
with the agent’s prospects, whereas the con- 
tented policyholder helps him directly and in- 
directly in the development of his business. 

The family of the laboring man works dur- 
ing his lifetime, and must continue to work 
after his death. It would please him perhaps 
to be able to leave his family enough insurance 
to support them in idleness for the rest of their 
lives, but such an adjustment would be alto- 
gether beyond his reach. He can only afford a 
sufficient amount to pay his current obliga- 
tions, and provide for his family while they are 
adapting themselves to new conditions. 


Thursday 


The man who has accumulated a large 
capital, the income from which will support his 
family, does not need any specific amount of 
insurance for their protection. His motives 
for insuring are altogether different from 
those that influence the poor man. The wealthy 
man takes insurance because it is a safe invest- 
ment for surplus funds; because it will pro- 
vide ready money for the settlement of his 
estate; because it will pay his inheritance taxes ; 
because it will supplement the capital he has 
already accumulated. In such a case the more 
insurance the agent can persuade him to take 
the better. Every rich man ought to insure 
also to protect his family in the event of his 
failure in business. But it requires infinite 
tact on the part of the agent to utilize this 
argument in selling insurance to capitalists and 
prosperous business men. They know per- 
fectly well that it is much easier to make 
money than to save it; that some of the 
shrewdest men are constantly making invest- 
ments that lead to disaster; that successful 
men are constantly failing, and that many who 
have insured their lives while wealthy have 
lost their fortunes and have Ieft nothing but 
their insurance for the support of their depend- 
ents. But every prosperous man thinks that 
he is an exception to the rule; that there is no 
possibility of his meeting with reverses—and 
consequently, although this is one of the most 
important reasons why rich men should in- 
sure, it is a reason which must be advanced 
with care and discrimination. 
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out Llinois. 


HE Globe wants Reliable Life agents with experience in ordinary and 


industrial insurance of good record in Chicago, Chicago Heights, 
Joliet, Aurora, Elgin, Waukegan and intervening towns and through- 


THE EUREKA LIFE INSURANCE COMPANY 





The population of Chicago and surrounding towns and cities is 3,000,000, 
within the ‘‘forty mile limit”? reached by and through suburban transpor- 
tation, practically all one city, gives unequaled facilities to transact business, 
particularly in ‘‘Paying Claims on Sight’’ in the industrial branch, 


Can handle men who can write ordinary business. 


Our System: 
All ages taken from date of birth. 


Benefits: 


All policies pay for death and total and permanent disability benefit. 
8,000 death, total and permanent disability and other cash benefits paid on 
residents of Chicago and surrounding towns. 


Premiums: 
Can be paid weekly, monthly, quarterly, half yearly and yearly. 
*‘Claims Paid on Sight.” 
Contracts given with or without lapses being charged. Under the latter 


contract an ex-Asst. Supt. of another company earned $4,000 the first 30 
weeks of this year. 

Under the Globe system an experienced representative can become a 
Supt. from the time he starts. 

Progress of the Globe is five times greater than the average of life insure 
ance companies in the U. S. for some years. This year for the first six 


months, 


Increase in Premium Income...20 Per Cent 
Increase in Assets 30 Per Cent 


If you are a progressive industrial life insurance man come to Chicago 
and work fo~ he Globe. Apply, 


Globe Mutual Life Ins. Co. 


431 S. Dearborn St., Chicago, III. 


T. F. Barry, Sec. and Gen’! Mer. 























BALTIMORE, MARYLAND 


Incorporated 1882 


_ A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
H. LEISHEAR, Jr.» Sec’y & Treas. 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLEHART, Medical Director 














» FOR FOLDER 
SHOWING ELABCRATE DISPLAY 





TRUST ESTATES 
By W. J. SINCLAIR 

Well-to-do men frequently have their minds burdened with the necessity of making 
some fitting provision for those who will survive them. A leaflet published by The 
Spectator Company entitled ‘‘Trust Estates’’ sets forth convincingly the methods 
and advantages of creating a trust fund with a life insurance company to provide a 
annual income in the future. A real business producer. 

Prices: per copy, 15 cents; 50 copies, $4,00; 100 copies, $6,00; 500 copies, $20.00; 
1,000 copies, $35.00; 5,000 copies, $150.00; 10,000 copies, $250.00. 

THE SPECTATOR COMPANY 

135 William Street 


Curcaco OFrick 
New Yor’ 


Insurance Exchange 
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rights. 


Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 











Manhattan Life of New York 

The Manhattan Life Insurance Company of 
New York paid for more new business during 
the year 1920 than in any previous year in its 
history. This item, amounting to $15,144,659, is 
a record of which the agents and officers of 
this old New York company should be justly 
proud. The new business paid for was in- 
creased nearly 100 per cent over the amount 
written in 1919 ($7,883,853). At the close of 
the year the Manhattan Life had insurance in 
force amounting to $60,556,702, an increase of 
$0,866,785 over the corresponding period in 
1919. Similarly the surplus increased during 
the year over $135,000, and amounted on De- 
cember 31, 1920, to $795,330. 

The company experienced a very satisfactory 
year from the standpoint of mortality, as the 
actual death losses were only about 70 per 
cent of the expected, which shows a saving of 
30 per cent in mortality. 

The officers of the Manhattan are to be con- 
gratulated on the progress made in the past 
year by this company, which is one of the old- 
est in the country. The record represents the 
especial efforts of the agents, and should be 
of personal gratification to every man in the 





Seventy Successful Years 


The year 1921 marks the seven- 
tieth anniversary of our incorpo- 


ration. Ever since 1851 this Com- 
pany has been furnishing unex- 
celled life insurance protection at 
a low net cost. The $728,000,000 
now in force shows that the public 
appreciates the perfect service and 
square dealing it has always re- 
ceived from the Massachusetts 
Mutual. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 


Incorporated 1851. 











field force who has assisted in making the year 
1920 one of the most prosperous ever experi- 
enced by the Manhattan Life. 

The company is officered as follows: Presi- 
dent, Thomas E. Lovejoy; vice-president, John 
F’, Roche; secretary, Melvin DeMott; assistant- 
secretaries, P. McMurtrie and Harvey R. 
Halsey. 





Northwestern Mutual Life Insurance Com- 
pany 

The Northwestern Mutual Life, of Mil- 
waukee, in its statement covering the year 1920, 
shows great progress made last year in all 
essential features of its business. It now re- 
ports admitted assets of $472,693,362, a policy 
reserve Of $415,323,325, with over $12,000,000 
additional for annuities, special contracts and 
instalments not due, a reserve of $18,083,000 
for annual dividends payable in 1921, and other 
reserves for various liabilities, leaving the sum 
of $20,754,409 reserved for contingencies. 

Among the gains of the year were the fol- 
lowing: In assets, $31,831,586; policy reserve, 
$27,433,022; contingent reserve, $1,007,427. 
The company’s premium income last year in- 
creased over $8,300,000, and its new paid-for 
insurance, including additions, etc., was $360,- 
571,033, of which $280,437,950 was net increase 
for the year, bringing the insurance in force up 
to $2,196,673,032. 

Merchants Life of Des Moines 

An excellent record was made in 1920 by the 
Merchants Life Insurance Company of Des 
Moines, Ia., it having increased its new paid- 
for business from $14,110,145 in 1919 to $26,- 
435,477 in 1920, while its paid-for insurance in 
force on December 31, 1920, $85,202,045, showed 
an increase of more than $19,000,000 over the 
previous year. At the end of last year the 
company reported admitted assets of $4,306,- 
944, with a surplus to policyholders of $490,236. 
It has deposited with the State authorities of 
Iowa the full legal reserve on policies outstand- 
ing, such reserve now amounting to $3,064,556. 
The company’s total income last year was $2,- 
408,482, representing an increase of $710,558 
over 1919. William A. Watts is president of 
the Merchants Life, and he is ably assisted by 
a strong official staff. 
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Franklin Life, Springfield, Ill. 


The Franklin Life of Springfield, Ill, shows 
remarkable gains in its statement covering the 
operations of 1920. Its excess of income over 
disbursements was $1,132,759, and it closed 
the year with admitted assets of $11,936,280, 
and a general surplus, including capital, of 
$962,837. Since organization the company has 
paid policyholders $14,698,866, and holds a 
policy reserve of $10,399,839. Its new business 
paid for in 1920 amounted to $40,013,504, and 
the persistency of its business is indicated by 
the increase in insurance in force from $92,109,- 
284 to $120,754,072 last year. Its legal reserve 
increased over $1,200,000 in 1920. “Aggressive 
conservatism” describes the course of the 
Franklin Life, which has closed each year since 
organization with increased assets, increased 
outstanding insurance and increased legal re- 
serve. Conservatism is necessary for financial 
strength, and by its observance of this require- 
ment, it is enabled to state, for the thirty- 
seventh consecutive year, that it has never lost 
a dollar in the investment of its funds, nor a 
dollar of interest on any of its investments, nor 
has it ever closed a year with a dollar of 
principal or interest in default: 


THE PROSPEROUS AGENT 
Key to the 
Thyself” 

This little book gives the life insurance agent 
the key to the maxim, “Know thyself.” 

It enables him to make a self-analysis of his 
character and then shows him how to develop 
his powers and to utilize them. 

The ambitious agent who wants to carve out 
a successful career must first know himself 
and then learn how to make his own person- 
ality effective. 

This little book teaches all this and is conse- 
quently an invaluable guide to the man or 
woman who wants to prosper in the life in- 
surance business. 

It is one book among many and you surely 
want it. Price in cardboard, $1.00; bound in 
red cloth, $1.50. 


Provides Maxim “Know 





Fresno Underwriters Association 


A branch of the Northern California Life 
Underwriters Association has been organized 
at Fresno with a charter membership of twen- 
ty-one. Charles H. Ross of the Travelers was 
made chairman of the temporary organization 
and Hugo Sigmund of the State Life, secre- 
tary. Arrangements are being made for a 
booster meeting on February 3 at which time 
it is expected to increase the membership to at 
least one hundred. The permanent organiza- 
tion of the Fresno branch will be effected at 
this February meeting. 





—The Hawkeye Life of Iowa reports assets as of 
January 1, 1920, of $155,738, with a surplus as to 
policyholders of $145,370, its legal reserve being $10,- 
118. Its first-year premiums received amounted to 
$109,189, and no death losses were incurred. The 
company began writing business July 2, 1920, and 
closed the year with about $2,700,000 in force. It 
writes $5000 policies only. Joseph H. Allen is presi- 
dent, and Frank L. Miner is vice-president. 
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Paid Policyholders $9,600,000.00 


Royal Union 


Mutual Life Insurance Company 


Des Moines, Iowa 


35 Annual (Condensed) Statement 


SUMMARY OF YEAR’S BUSINESS 


Total Insurance in Force, December 3l1st..... $63,801,282 .00 
Gain in Insurance in Force, for 1920......... _ 5,716,667 .00 
Securities on Deposit December 31, 1920, with poor? gmrwe peed 

the State to Protect Policyholders.......... . 9,088,487 .00 
Gain in Depesit tor I92Z0. .. wee ceca w 736,811 .00 
Total dacowme for G20... «<6 os os ccs wae ae , 2,915,489 .00 
Total Admitted Assets, December 31, 1920... 9,904,900 .00 
Sain in Aamitted Assets... . 0... 520205025 + 938,380.00 
Total Surplus, Assigned and Unassigned...... 1,057,730 .00 
Total Loans and Investments............... 9,312,399 .00 
Average Interest and Profits Earned (per cent). 6.18 


PRESENT ASSETS TO CREDIT OF POLICYHOLDERS 
$9,904,900.00 


Securities on Deposit with the State of Iowa. . $9,088,487 .00 
Legal Requirement under Iowa Deposit Law.. 8,575,175 .00 


Excess of Deposits above Legal Requirement. . 513,311.64 
Sworn Valuation of Secutities on Real Estate 

CES SEs eee ey a So ay Ae Ae 19,316,640 .00 
Amount of Assets Invested in Real Estate 

UIA eae een ae See ese 7,654,753 .00 
Excess of Sworn Value of Securities above . . 

PAWS NANETTE MENSERNIN os occ sip oas ec be eibis ales 2d 11,661,887 .00 

The death rate for 1920 is 66%. 

INSURANCE ACCOUNT 

In Force, January 1, 1920 (85,018 Policies), 

PASSNERNNATE eee nt ice ee ee er hk oe isesie $58,085,615 .00 
Total Insurance in Force, December 3l1st..... 63,801,282 .00 


Gain in Insurance in Force...............--- 5,716,667 .00 


FRANK D. JACKSON 


President 


SIDNEY A. FOSTER 


Secretary 


Wy ’ 
HOME LIFE INSURANCE ‘CO. 
NEW YORK 
WM. A. MARSHALL, President 
The 60th Annual Statement shows admitted Assets of 
$37,780,735 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 
For Agency Apply to 
GEORGE W. MURRAY 
Superintendent of Agents 


256 BROADWAY, 





NEW YORK 











_ THE WOMAN’S BENEFIT ASSOCIATION 


OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 


Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 230,000 

The Reserve Fund is more than $13,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 


Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


(jeneral, ccident 


Fase FIRE AND LIFE 


fe ASSURANCE CORPORATION, Lid. 
FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING - 47" & WALNUT STS. 
PHILADELPHIA 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 






























EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO. 
Thos. F. Daly, President DENVER, COLORADO 





Stability with Fraternity 


THE FRATERNAL AID UNION 


A Fraternal Beneficlary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 


Assets of Two Million Dollars Operating in Thirty-eight States 
SOMETHING DIFFERENT 


If interested, address 
V._ A. YOUNG, Supreme President, LAWRENCE, KANSAS 

















WE WANT AGENTS 
to push our five-point=nine policies. 
Excellent Iowa territory and liberal 
& contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bldg.—De Moines, lowa 











NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt 
56 Richton Ave., Detrott, Mich. 72 Kilby Street, Boston, Mass. 


W.P. RAY, | Special Agent FRANK G. DELA HUNT, 


‘Shane Eats, See, 720 Racine erect, Milwaukee, Wi 


ERIK LINDSKOG, ‘ 
TW Lake Bee tao, Mine 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 





©. C. CRANDALL, Special 
muta 
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WANTED 


to get in touch with Life 
Insurance «Agents and 
General Agents for State 
of Illinois by growing, pro - 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 

















CHICAGO 
NATIONAL LIFE 
INSURANGE C0. 


10 South La Salle Street 


NOW ORGANIZING 


AN ILLINOIS COMPANY OWNED BY 
ILLINOIS CAPITAL—MANAGED BY 
LIFE INSURANCE MEN 


























Insurance Sales Letters 


Open the way to real business—create a keen 
realization of the value of adequate insurance and 
prepare the way for a personal call to close the app!i- 
cation. More than 400 salesmen are using Hull’s 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
pany official writes, “‘Am well pleased with the letters. 
Shall be able to make effective use of them.” Re- 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
ATE EARLE: AAMMIMARE EERE 








Extracts from the Statements of Life Companies for 1920 


The following figures of the statements of life insurance companies, covering the year 1920, 


have been 


mostly compiled from returns made direct to The Spectator Company: 








Total 

NAME OF COMPANY Income 
‘Ameviows: Le, Tas sscccccacsasccewes \amehas 
PERE ADE oo phol hor vi ocean ae ee 860,769 
yer Me S| CA Aer es eer nee 1,350,586 
Centeal Ente, lowas. sn6occccsscviees 3,988,671 
Cipvelind VAG 565s.cbec cogucranee wen 1,097,996 
Colembia. Bate, O16. 6.5 cscarcsctone —. abeee 
Commonwealth, NER. 0 ccccccc wee aces 1,311,920 
Cosimecticut General «i562 cecccccnccoses 10,831,608 
Conservative Lite, Tid, occcs cis cisces $322,533 
Continental Life Assurance........... 584,374 
Dee: Momes L. and Asics ccsiccssncecdcs 524,115 
Dams, Was ccc acess ceccnusanseudss 9,641,302 
Farmers National Life .......:0%.<00ce0 562,946 
Fidelstew Mistual Eile ccccesccceccsccs “coeost 
WSGMMUNGD EAE oacsleVercKictsueceucesn. \fenke®e 
Cer Che Dae esc 560 nn wrinsalceee eens 165,913 
Great Sauter, Lets; esis enue coowes 4,363,811 
Great-West Life, Canada ......-.0-; 10,158,688 
Guardian Life. Wis. 2 conc cc cc cccaceee 522,554 
GOW Cada: BMGs 6 cis dccuewecveecwnans 208,933 
MURS RRO a oro do reis ioe 6 osaac eke-s < 4,664,213 
lmnperial Lite, Canada. oo <ccc cs cews-wes 4,973,802 
Remmenaelie Uile <n Sicesckcecreceaccs 900,368 
TaMAGR PING oo co pcereciocdis sin ofc oreenaigrnns 422,440 
Este fms, Cee 66 Vaan sesecnsen wasisd us { ie es 
Lincols, National Life: ..c60e6ecccsiees 5,130,012 
WEercleiete: BStOe doug oo se oc owe eecdeces 2,408,482 
Michigan Mutual Life ....-2s0s<ecces 3,128,195 
Midland Mutual Lite: ...-.. «<2 ccccedeas 1,673,887 
Nessatiss. State Ele: .66ccs cdc ans ce us 11,022,328 
Momareh Life, Canada... ..cicccccscs 149,663 
NEC Go ciccccatees ce secucdeues 1,507,074 
Matwal Lite. Canada. ois sisesc.cavacs,s 10,124,171 
Wetted Test: EN. s66 cd icin sic face's 2,649,614 
Wahteele PIGGNG EM@e wc cccccsccecwna | lawman 
National Guardian Life «23... 6ssc0c«s 522,554 
WNatinal Lite, Casiada. «5066 6.sccccces 1,280,559 
Be a OR" re reer re 14,666,279 
New England Mutual Life........... 18,229,966 
NEW VOSS EG cides ecescreswencenns 193,244,026 
North American Life, Neb............ 507,444 
Noster Asctitanee 2: .cciccccccure. 1,036,400 
Nosthern, EilG os.6cc iciccds cn vio scieceee 1,161,271 
Northwestern Mutual Life ........... 97,012,757 
Oecidental’ Eife. Cak os oc cccccsccecss 1,721,844 
Olio. Natiotial Eile occ ickasccceccacvos 1,250,050 
OR SONS ERG 6 bn ce cccecsecaccnve 1,112,331 
Pacitie Mitual Life <cceccccccewewos 18,840,800 
Peith BIMRUNE EEGs cccoe 36s Hecndeens 47,010,089 
POM REED schectesetkearicaddéduccasau.| eames 
PROAGOINIE. PMG vaccine cc aewsanccneea 2,460,000 
PYOUUIOne Pn GUE0) Pec cose de soe cscs alee 18,974,364 
Guek Payment Ele: <.66sccisccecceus 171,606 
Rite. COMttals ccreccecacvesacecaness 
inte EMO 6 oii wacliecss coassunewesic 
Resereeé. Loar EME «dccanvenscwedsces 
Royal Union Mutual Life............ 
Saskatchewan Life, Canada..... ..... 
Southern Stated Bde ccs cnciescweas 
Southesstet® Tes cccccccsies ctnave es 
Sovereign Life, Canada. <6 ccccccccaes 
keee Pe Go er clivacaeecaens _. tececmenee 
SEMIS DNRAUAL EG! occa ce nd neseniewes 13,896,496 
Wememess §. ate Ais. ag + aiais cin cho-e-nesnce's 233,201 
‘Sraweress ale, ‘Canade@e sooo so:ssec003s 400,000 
West Coast Eile oy dics csaecosonaiess 2,186,641 
Western and Southern Life.......... 10,244,160 
Weatern States Liles. 6 ccccccccccwes 1,950,000 


* Includes capital. 


7 Ordinary insurance. 





San Francisco Sales Congress 
(Special Dispatch to THE SpecTaTor) 

San Francisco, Feb. 1—A one day sales 
congress was held here on Friday under the 
auspices of the National Association of Life 
Underwriters. The meeting was attended by 
400 life underwriters from all parts of the 
Northern section of State. The sessions were 
held at the Palace Hotel during the afternoon 
and evening with an intermission at 7 for a 
banquet. 

E. H. Lestock Gregory, general agent of the 
Etna Life and regional director for the Na- 
tional Association, was chairman. The keynote 
of the meeting was “Serving America’s Needs” 
and was the underlying thought in the ad- 
dresses delivered by Orville Thorp, president 
of the National Association, and Charles W. 
Scovel, chairman of the educational committee. 

Seventy-five new memberships were added 
to the local association. 


27 





* Industrial 








Paid-for * Surplus 
Insurance Insurance Admitted to Policy- 
Written Gained Assets holders 
9,810,211 6,009,080 3,226,897 234,287 
3,402,905 2,622,972 3,889,232 1,572,150 
14,397,768 9,926,009 4,077,233 245,026 
31,050,039 20,949,358 9,874,263 1,009,839 
6,592,798 3,410,689 3,381,309 285,914 
Secdes 1,831,061 1,937,077 274,704 
12,788,463 7,420,453 2,288,709 167,284 
146,265,307 96,744,463 32,177,379 2,023,083 
$4,110,502 $2,643,830 $459,164 $113,470 
9,327,850 8,399,735 936,702 250,892 
7,729,402 »,620,731 894,650 603,399 
62,399,248 7,994,052 33,676,094 1,694,289 
7,459,350 5,748,529 1,085,127 423,704 
43,803,360 30,887,700 == = eeccce  cvvcce 
40,013,504 28,644,788 11,936,280 962,837 
1,228,760 673,115 371,548 117,892 
26,789,550 2,831,444 10,348,510 763,999 
60,703,525 44,289,975 37,382,647 4,668,045 
5,025,232 4,040,896 1,254,405 175,399 
2,041,700 1,062,135 423,550 185,474 
32,000,000 ~—S «ws 17,625,000 1,285,000 
31,152,071 23,567,189 19,33G4G6 ij «tsces 
8,507,723 6,531,750 2,097,890 107,169 
11,336,680 3,072,492 1,126,491 680,241 
foo. 16231 f2G40G065 = <sewesn - wanna 
$20,457,669 pa Se | er ee 
68,308,639 50,115,634 10,261,468 1,058,803 
26,435,477 19,092,824 4,306,944 490,236 


995,450 


18,651,085 12,016,439 
8,010,387 


82,913,169 


15,109,543 
4,774,337 
28,213,267 








272,947 403,309 
10,641,635 4,632,025 3,403,221 
44,850,768 32,897,289 42,847,277 
21,294,327 14,945,675 5,939,063 
waeaes 3,923,097 942,147 8! 
5,032,232 4,040,896 1,254,405 166,212 
7,501,852 4,000,207 5,179,183 466,081 
61,602,081 41,653,744 74,598,139 2,074,732 
108,411,136 85,594,483 104,587,713 2,734,845 
693,979,090 SG 376000 +; .#§éié saesece >  ‘eueome 
2,808,450 1,506,166 31,922 
9,768,425 6,921,568 121,055 
6,246,500 4,084,127 320,548 
354,316,180 280,437,950 472,693,362 ...... 
13,315,872 9,722,298 374,008 
11,000,000 9,608,687 665,195 
7,860,018 6,354,946 332,331 
104,000,000 84,203,213 6,958,112 
174,931,411 116,490,071 216,627,946  ...... 
25,765,250 17,708,079 4,000,000 ...... 
20,061,237 11,901,997 7,482,962 730,616 
101,482,000 66,761,881 118,819,303 8,948,518 
1,398,588 616,420 149,601 30,014 
155,000,000 117,000,000 249,073,815 wecccs 
5,201,653 4,157,685 A re 
19,431,716 9,994,342 5,291,239 271,327 
Pere 5,715,667 9,904,900 1,057,730 
272,947 403,309 124,309 
7,760,234 3,642,921 171,359 
2,096,244 1,467,044 137,775 
2,223,125 1,876,793 319,811 
846,186 1,075,000 151,681 
40,130,441 66,683,333 3,306,947 
2,125,716 1,259,890 1,050,361 
2,594,825 1,000,000 130,000 
6,543,372 5,809,870 626,731 
60,442.153 22,885,957 1,104,430 
9,000,000 5,100,000 1,175,000 


instrance. 


Pacific Mutual Life of California 


In its fifty-third year the old Pacific Mutual 
Life Insurance Company of Los Angeles, Cal., 
issued new paid-for life insurance aggregating 
$104,595,804, or $33,000,000 more than the pre- 
ceding year. It closed last year with $350,408,- 
951 of life insurance in force, indicating a gain 
for the year of nearly $85,000,000, as against a 
gain of about $57,000,000 in 1919. The com- 
pany’s cash income last year reached the sum 
of $18,840,800, or over $4,000,000 more than in 
the preceding year, while its payments to 
policyholders aggregated $5,358,054, bringing 
the total paid to policyholders since organiza- 
tion up to $68,592,367. 

On December 31 last, the company had ad- 
mitted assets of $58,294,496—a gain of Over 
$7,600,000. During the year its reserves were 
increased by $6,369,748, and its surplus shows 
a gain of $826,690. The company’s capital 
stock is $1,500,000, and its surplus, assigned and 
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THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Largest volume of Business—Greatest amount of 
assets—Largest yearly production of any Kansas 
life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 
WICHITA, KANSAS 





Home Offices, 




















by 
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: UNITED STATES BRANCH : 
110 WILLIAM STREET, NEW YORK, N. Y. 


HORATIO N. KELSEY, MANAGER 




















Emil Johnsen, Secty. 


COMPLETE COVERAGE 
Automobile 
Insurance 


gnternational Jndemunitp Co, 
Home Office: Los Angeles 





MISSOURI LIFE AND ACCIDENT 
INSURANCE COMPANY 


of St. Louis, Mo. 





Policies Issued on the Weekly Plan Only 
‘‘Our Record is Our Reputation” 


W. A. JOHNSON, Pres. J. A. WALKER, Secy. 




















What Do You Know? 


Yes, that’s what I mean! What do you 
know about the Peninsular Fire? Have 
you followed its rapid progress; this the 
livest insurance organization in the 
West? It has forged ahead on a sound 
financial basis in a most remarkable 
manner. The romance of real success is 
with it. Is it with you? 





Grano Rap gs MICHIGAN 
The Peninsular Fire Insurance Co. of America 
Grand Rapids, Mich. 

COLON C. LILLI‘, President J. FLOYD IRISH, Sec. and Man. Underwriter 





WANTED 


by the Home Office of a Western Fire 
Insurance Company an experienced 
Fire Insurance Accountant. Address 
B. F. J., care of The Spectator, P. O. 
Box 1117, New York City. 




















Men capable of closing business and training 
new agents or devoting entire time to writing 
new business can secure positions with ‘the 
undersigned company on salary, expense and: 
commission. In writing give full details, past 
history and reference. Address, | 


STANDARD LIFE INSURANCE CO. 


DECATUR, ILLINOIS 








Metropolitan Casualty Insurance Co. 
OF NEW YORK 


Home Office 47 Cedar Street 


PLATE GLASS INSURANCE 


EUGENE H. WINSLOW, President 
ROBERT A. DRYSDALE, Vice-President. S. WM. BURTON, Secretary 
ALONZO G. BROOKS, Assistant Secretary 


RELIABLE AND ENERGETIC AGENTS WANTED 











MARINE INSURANCE CHART 
1920 Edition 


A new publication entitled ‘‘Marine Insurance Chart” has just been 
issued, and displays the 1919 marine and inland transactions of the 
marine and fire- marine insurance companies operating in the United 
States. It is printed in the form of a folder which may be readily carried 
in the pocket. 


PRIC 
Single Copies............ $ .50 Eo COMMER is co's: xcs waiewe $25.00 
ROD DIOR cks ics cas osies aie 5.00 DU SINS 5560 50:50:55: 0'0 oa\s'0 85.00 
FF COINS 65:5 6.536 0:8:60 aoc6 908 15.00 WOO MINOR «5 sseec0 vaieesc 125.00 
: FLEXIBLE BINDING 
Single Copies............ $1.00 BOW COD OR a6 ks cecieuscdeed $80.00 


THE SPECTATOR COMPANY 
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unassigned (exclusive of capital), amounts to 
$5,458,112. Its policy reserve now aggregates 
$49,642,301. The rate of actual to expected 
mortality in 1920 was but 51.5 per cent, and the 
average rate of interest earned was six per cent. 
The premium income in the accident depart- 
ment last year was $3,326,492—an increase of 
$833,648. 

The Pacific Mutual has made astonishing 
gains in recent years, its income in Ig1I having 
been less than $7,500,000, while in 1920 it nearly 
reached $19,000,000. The new life business last 
year, over $104,000,000, was nearly as much as 
the entire life business in force at the end of 
1911, $122,000,000. It is plain, therefore, that 
the company is year by year exceeding its 
previous best records, and making its benefits 
available to more and more people every year. 


Phoenix Mutual’s New Disability Form 


The new “Disability B” form of the Phoenix 
Mutual Life of Hartford is described as the 
“acme of disability protection.” Both new and 
present policyholders are eligible, and there is 
no additional charge for those who already 
have disability provisions in their policies. 

Under the new form, premiums are waived 
and income paid immediately, if the insured 
becomes totally and, as far as can be judged, 
permanently disabled before reaching age 60, 
instead of waiting 60 days before making 
claim, and waiting 6 months for income to 
begin. Six months’ total disability is con- 
sidered as being permanent, and the company 
waives subsequent premiums and pays the in- 
come as long as total disability continues. 

The company assumes liability for permanent 
and total disability resulting from participation 
in aeronautics or submarine operations, and 
injuries from exposure or disease resulting 
from war or insurrection, except from military 
or naval service in time of war. Present pol- 
icyholders having “Disability A” contracts se- 
cure the benefits of the “Disability B” form 
without application or action on their part, as 
a gift from the company. 





Secretary for New York Life Underwriters 


Robert L. Jones, president of the New York 
Life Underwriters Association, is opening a 
campaign to get a paid secretary for the or- 
ganization. Mr. Jones has laid out a plan for 
financing the idea and intends to make a special 
issue of his administration. The New York As- 
sociation has over one thousand members and 
certainly needs a secretary to properly care 
for its many activities. 





National Benefit Life Elects 
Stockholders of the National Benefit Life In- 
surance Company, Washington, D. C., met last 
week and elected R. H. Rutherford president 
to succeed the late Robert W. Brown. Mr. 
Rutherford retains the title of treasurer. Dr. 


W. A. Warfield was elected vice-president and 
medical director and S. W. Rutherford was 
re-elected secretary and general manager for 
the twenty-third consecutive time. 


George T. Wilson With Harriman Bank 


George T. Wilson was elected last week a 
vice-president of the Harriman National Bank, 
New York, taking office February 1. Mr. 
Wilson had been connected with the Equitable 
Life Assurance Society for 45 years, entering 
its employ as an office boy at $3 per week in 
1875, and progressing through various offices to 
vice-president. He was one of the best known 
men in the insurance field during the period of 
his activity. 

Through his activities on various commit- 
tees, Mr. Wilson has been a familiar figure in 
the public eye of New York. He took a prom- 
inent part in the Liberty Loan campaigns, espe- 
cially in the fourth loan when he officiated at 
the Altar of Liberty in Madison Square, and 
in the Victory note drive at Victory Way on 
Park Avenue. In 1917 he served as vice-presi- 
dent with the late Joseph H. Choate on a com- 
mittee of citizens to welcome Marshal Joffre 
and the visiting French War Mission, and Mr. 
Balfour and the British War Mission; as vice- 
chairman of other committees of citizens ap- 
pointed by Mayor Mitchel, for the reception 
of other visiting war missions, including the 
Belgian, Japanese, and Italian, and as an of- 
ficer on the Mayor’s Committee of National 
Defense. Mr. Wilson was decorated for dis- 
tinguished war services by the King of Bel- 
gium, the King of Greece and the King of 
Montenegro. 

The new vice-president of the Harriman Na- 
tional Bank is a member of many clubs and 
societies, including The Pilgrims, the well 
known and successful Anglo-American So- 
ciety, of which he was one of the organizers 
in London and New York, and for sixteen 
years was chairman of the Executive commit- 
tee of the New York Pilgrims. 

The Harriman National Bank considers it- 
self fortunate in obtaining his services, and 
his assistance in developing the progress of the 
institution is a factor that undoubtedly will be 
reflected in the bank’s growth. 





New York Life Insurance Company 


With new paid-for insurance placed to the 
amount of $693,979,000, the New York Life 
Insurance Company closed the year 1920 with 
$3,537,208,756 of insurance in force. Its 
premium income last year exceeded $139,000,- 
000, and its payments to policyholders were 
more than $114,000,000. The gain in insurance 
in force last year was $409,378,670. These 
figures give some indication of the progress of 
this great company last year, upon which Pres- 
ident D. P. Kingsley and his capable official 
staff are to be congratulated. 


Royal Union Mutual Life of Des Moines 

Notable progress during the past year is evi- 
denced by the thirtieth annual statement of the 
Royal Union Mutual Life Insurance Company 
of Des Moines. Its net gain in insurance in 
force was $5,716,667, it added $938,380 to its 
admitted assets, and closed the year with $63,- 
801,282 of insurance in force. Its admitted 
assets December 31 last amounted to $9,904,900, 


29 


and of this sum it had on deposit with the State 
authorities $09,088,487 for the protection of 
policyholders. Its total surplus, including 
assigned and unassigned funds, was $1,057,730, 
the average interest and profits earned last 
year was 6.18 per cent, and its death rate was 
but sixty-six per cent. President. Frank D. 
Jackson and Secretary Sidney A. Foster are to 
be congratulated upon the outcome of the year’s 
operations. 


Equitable Has New Salary Continuance 
Agreement 

A new “Salary Continuance Agreement” was 
recently announced at the managerial confer- 
ence of the Equitable Life of New York. It 
is designed to continue the equivalent of a 
man’s salary, or the portion thereof he allows 
for family expenses, to his wife or other bene- 
ficiary for a fixed period of five years immedi- 
ately following his death. Five years is chosen 
because that is conceded to be the most critical 
period in the affairs of the average family 
after the death of its breadwinner. The agree- 
ment is applicable to any desired amount of 
monthly income from $50 upward, and can be 
attached to any ordinary life, limited payment 
life, endowment, convertible or term policy is- 
sued by the Equitable. The form of agreement 
is as follows: 

It is hereby agreed that the proceeds of this 
policy, shall at the death of the insured not be 
payable in a single sum, but shall be held by 
the society and the equivalent thereof shall be 
paid to the beneficiary entitled to receive the 
same in monthly salary continuance instalments 
covering a period of five vears at the rate of 
$50 a month for every $2830.20 of net policy 
proceeds. 

The first instalment in each event will be pay- 
able upon receipt of due proof of death of the 
insured and subsequent instalments monthly 
thereafter during the period selected. 

If the beneficiary dies after the insured, but 
before all of the aforesaid instalments shall 
have been paid, the then present value of such 
unpaid instalments shall be payable upon re- 
ceipt of due proof of such death in a single sum 
to the beneficiary’s executors or administrators. 

The foregoing instalment amounts are based 
on an asstimed rate of interest of three per 
cent; if a higher average annual rate than three 
per cent shall be earned by the society, the 
payments due may be increased by an excess 
interest dividend as determined and apportioned 
by the society, 

It is further agreed that all other conditions, 
limitations, agreements and reauirements of the 
policy, except as herein modified, remain in full 
force and effect. 

The annual premium for $2,830.20 of insur- 
ance providing $50 monthly to beneficiary for 
five years after death of the insured, with dis- 
ability and double indemnity accident, is as fol- 
lows at age thirty-five: 

Ordinary life, $87.99: thirty-payment life, 
$97.70; twenty-five-payment life, $105.28: 
twenty-payment life, $118,61: fifteen-payment 
life, $142.02; ten-payment life, $190.44; con- 
vertible, $108.82; thirty-year endowment, 
$109.19; twenty-five-year endowment, $125.60; 
twenty-year endowment, $153.23: eighteen-year 
endowment, $160.39: fifteen-year endowment, 
$202.53; ten-year endowment, $304.90; ten-pay- 
ment twenty-year endowment, $254.60. 
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Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 


_Progressively Successful 


Insurance in Force over $95,000,000 
Assets over 8,000,000 


Operates in Texas only 









Reserves and Surplus to Policyholders COMBINAT ION 
RN $1,950,000.00 ONTRACTS 
oRTHE “3 an 1” 
S LIFE 
LIF HEALTH 
LIFE 4 ACCIDENT 
ee E Peet 
P : iF DOUBLE DEATH 
i j BY ACCIDENT 
SEATTLE, U.S.A. Wie ———e 





yes 
Permaner t Disability 











D. B. MORGAN HOME OFFICE, SEATTLE, U. S. A. Benefits 
President Moathly Indemnities 
Reliable Representatives Wanted Sickness or Accidett 











lfor an operation, For men’s suits, 


a surgeon; a tailor; 
For women’s clothes, For building plans, 
a modiste; an architect ; 


For automobile insurance, 


THE OHIO CASUALTY INSURANCE CO. 


A specializing company offering “the best in automobile 
insurance. 
B. D. Lecklider, President 
Howard Sloneker, Sec’y and Mgr. 
HAMILTON, OHIO 








LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 


Authorized Capital and Surplus 
$2,000,000 


Enters the Insurance Field 











Would you like to represent a life company in its 
home state where you will have back of you the in- 
fluence and interest of the biggest men in the com- 
munity? 

If so, communicate with 

CLINTON C. WHITE, Secretary 
Puritan Life Insurance Company 
Providence, R. I. 


A direct contract with the Company. General Agent’s Commissions. 








THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An “Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. 














WANTED 

Producers who desire the best monthly premium Ilea!th_and Accident 
Policies on the market. Excellent contracts. First-clas: Company. No 
Exper.ments, chance fur promotion. 
FEDERAL CASUALTY COMPANY -« «# «= DETROIT, MICHIGAN 

POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY « = DETROIT, MICH. 
(Same Management as Federal Casualty Company.) 











C. E. Clarke, President J. R. Anthony, Jr., Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: St. James Building, Jacksonville, Fla. 
Accident and Health Insurance 


Commercial and Industrial 














American Bonding and Casualty Company 


Surety and Fidelity Bonds 


Icasuacty / COMPANY 





Casualty Insurance 


Home Office: Sioux City, lowa 
Gus. A. Elbow, President 


Over $850,000.00 in approved securities on deposit with Iowa Insurance Department for protection of policyholders. 
Assets June 30th, 1919—$1,707,890.53 


The unprecedented growth of this company is evidence of the quality of our Service. 


Agents are invited to avail themselves of this 


service where we are not represented. 
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OBSERVATIONS IN THE CASUALTY FIELD 




















INDUSTRIAL COMPANIES MULCTED 
AT ATLANTA 


Several Local Physicians Accused of Com- 
plicity 

Ten industrial insurance companies are said 
to have combined to have indicted twelve At- 
lanta doctors on charges of aiding claimants in 
getting through improper claims, and the State 
authorities will be asked to annul the licenses of 
these doctors to practice in the State. R. R. 
Shropshire, attorney for the companies, asserts 
that in the past year the companies have lost 
$600,000 through illegal claims attested by the 
doctors in question. More than a million in 
sick benefits were paid in Atlanta in 1920 by 
these companies, says the attorney. Speaking 
of the situation, Mr. Shropshire said: 

“The companies involved are the Tennessee 
National Life Insurance Company, Carolina 
Life Insurance Company, Bankers’ Health and 
Life Insurance Company, Industrial Life In- 
surance Company, Life and Health Insurance 
Company, Pilgrims’ Life and Health Insurance 
Company, Atlanta Mutual Insurance Company, 
Casualty Life Insurance Company of Tennes- 
see, Cherokee Life Insurance Company, and 
Chatham Mutual Life Insurance Company. 

“In getting proof against these doctors, we 
noticed that in some instances the same doctor 
was certifying to fifteen or twenty cases each 
day. We called on the ethical physicians of 
Atlanta to aid us and we received invaluable 
help from both white and negro doctors in 
running these people down. ; 

“We discovered that several of these doctors 
made a regular round each day, asking known 
policyholders if they needed any claims signed 
that day. In several instances we have found 
that the doctors worked on a percentage basis, 
but as a rule they charged a straight fee of 
from $2 to $3.” 


American Liability of Cincinnati 

The American Liability Company of Cincin- 
nati, O., is expected to open its automobile de- 
partment about the middle of February. This 
company in 1920 took over the business of the 
American Liability Company of Indianapolis, 
Ind. The Indiana company had a capital stock 
of $100,000, and the Ohio company has $200,000 
capital. The executive offices of the Indiana 
company had always been at Cincinnati, and 
most of the stockholders were residents of that 
city, but the charter of the Indiana company 
was not broad enough to meet the requirements 
of the business, hence the reorganization in 
Ohio. 


Ocean Accident and Guarantee Corporation, 
Ltd. 

_ The twenty-fifth anniversary of the United 

States branch of the Ocean Accident and Guar- 

antee Corporation, Ltd., was recently celebrated, 

and in commemoration thereof the company 





has issued a handsome brochure containing a 
picture of the home office building in London, 
and its head office in New York, with portraits 
of former United States Manager Oscar Ising, 
and of the present manager, Charles H. Neely, 
as well as a number of other members of the 
staff. 


Plate Glass Co. Election 
The stockholders of the New York Plate 
Glass Insurance Company held their annual 
It was voted to reduce the 
twenty-four to 


meeting this week. 
number of directors from 
eighteen, putting six directors in each class. 
The election resulted in returning the retiring 
directors to office. At the directors’ meeting 
last week Harry M. De Mott, president of the 
Mechanics Bank of Brooklyn, was elected a 
director to fill a vacancy. The election of of- 
ficers will take place at the annual meeting of 


the directors on February 23. 


Compensation Hearing in Albany 


The assembly committee on labor and in- 
dustry will give a hearing on Tuesday, Febru- 
ary 8 at 2 P. M., on the following bills: 

Knight-Brady bill, amending the workmen’s 
compensation law in relation to payments. 

Knight-Brady bill, enacting the employers 
liability law. 

Knight-Brady bill, recodifying the labor law, 
and proposing certain changes in relation to 
compensation teatures. 


Instruction in Compensation Insurance 

The Wall Street Division of New York 
University is co-operating with S. B. Acker- 
man of the Workmen’s Compensation Bureau 
of the New York Insurance Department in a 
course of instruction in workmen’s compensa- 
tion Classes are held every 
Thursday. 


insurance. 





New Agency Formed at Pittsburgh 


J. C. Murray and George E. Mohler an- 
nounce the dissolution of the Kelly-Cook- 
Murray, Inc., and the formation as its suc- 
cessor of Murray, Hohler & Company, to con- 
duct an insurance brokerage and agency busi- 
ness in the Farmers Bank building, Pittsburgh. 


Brokers Part in Claim Service 
The Aetna companies class in insurance for 
this week was addressed by B. E. Emory, who 
spoke on the subject, “The Broker’s part in 
prompt and satisfactory claim service.” The 
usual crowd attended the lecture. 





Because of the increasing number of automobile 
accidents in Wisconsin, John A. Hazelwood, chairman 
of the Wisconsin Highway Commission, in an address 
Monday afternoon advocated that automobile 
driver should be licensed and every car should carry 


every 


liability insurance. 


ZI 


FIDELITY AND DEPOSIT CONTEST 


Nationwide Interest Shown in Competition 
for Great Prizes 


Inquiries are flowing into the Home Office of 
the Fidelity and Deposit Company from all 
parts of the United States regarding the pro- 
duction contest announced by the company for 
which the prizes will be two months’ trips to 
Europe or the Orient. 

Several meetings have been held in Balti- 
more by the committee in charge of the con- 
test which is composed of Guy LeRoy Stevick 
of San Francisco, F. B. Owen of Cleveland, 
V. L. P. Shriver of Pittsburg, Vincent A. 
Cullen of New York City, M. F. Dobbins of 
Memphis, Emmet Myers of St. Louis, G. 
Arthur Howell of Atlanta, F. A. Price of Chi- 
cago, A. L. Tash of Boston and Spencer Wel- 
ton of Baltimore. 

Each section of the country is represented 
on this committee, whose members will see the 
contest from the field point of view as well 
as from the Home Office angle. One criticism 
advanced by agents with respect to other con- 
tests has been that a home office did not always 
see the field man’s situation clearly. The rules 
which have just been adopted by the commit- 
tee show that the man in the field has been 
considered first of all. The regulations for 
competitors and choice of 
winners prove this conclusively. All but one 
member of the committee is an agent or inter- 
ested in production from the field standpoint. 
The exception is Mr. Welton who was elected 
a vice-president of the Fidelity and Deposit at 
the annual meeting on January 18 and who as- 
sumed charge of the production department at 
the Home Office, with supervision of the field 
service. 


classification of 





Would Supervise Texas Mutuals 


A bill has been introduced in the Senate of 
the Texas Legislature now in session by Sen- 
ator J. C. McNealus of Dallas, which is de- 
signed to stop “wild-catting” by 
mutual life insurance companies operating in 
Texas. The bill in brief proposes to place 
mutual life insurance companies under the 
jurisdiction and supervision of the department 
of insurance and banking. At present these 
mutual companies are only required to file their 
annual statements with the department, but 
under this measure the department would have 
the same authority over them the same as old 
line life companies. 


so-called 





Northwestern Changes 
Name 

The First National Northwestern Life In- 
surance Company of Pierre, S. D., has changed 
its name to the First National Life Insurance 
Company of Pierre, S. D. 

Byran S. Payne has been elected president 
of the company, succeeding Loring E. Gaffey. 


First National 
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JOSEPH FROGGATT & CO. 


INC. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


25 CHURCH STREET 
NEW YORK 





CHICAGO 
Insurance Exchange Building 


PHILADELPHIA 
1022 Lincoln Building 


NEWARK 
Firemen's Insurance Building 


ATT 


A periodic audit arrange- 
ment will not only afford 
you the satisfaction of know- 
ing that your office is run- 
ning properly but will give 
you the benefit of practical 
advice based upon years of 
experience gained in actual 
contact with insurance 
offices throughout the coun- 
try. 


FIRE AND MARINE 
COMPANIES: 


Can we be of assistance in 
arranging for compliance 
with the new annual state- 
ment requirements P 


JOSEPH FROGGATT 


President 








| 
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UNION RESERVE INS. CO. 


OF NEW YORK 


FIRE REINSURANCE ONLY 











YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and kard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 














SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds, 
Write for Particulars. 
GARY NATIONAL ASSOCIATES COMPANY 
Gary Theatre Building, Gary, Indiana. 
Wilbur Wynant, President. 
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** Life Insurance and 


—How To Sell It” 


ERE’S A BOOK “chock full” of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 


they do it. Get this book of good things. 


ABSORBING AND INTERESTING 
$1.00 postpaid | 





The Insurance Field Co. 





Incorporated ‘ 
Box 617 Louisville, Ky. 


Fs ccanpennnerneneieraneeennumibaineelle 
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COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 


ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 























| 


SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1919 


‘ondeased from Statement to U.S. Treas. Dept 


$3,890,624 . 00 
1,000,000. 00 
564,840. 00 


Admitted Assets. . 
ere 
a 


Eleven Years of Steady Growth 


Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
=mployer’s and General Liability 
irglary and Automobile Insurance 


Let the Southern Serve You 


| 
i 
| 
| 


—— 








NAME OF COMPANY 
American Surety, New York.......... 
Jankers Accident, Des Moines......... 
Brotherhood Accident, Boston............... 


Buffalo Abstract and Title, Buffalo................ 
Buffalo Mutual Storm and Cyclone, Fountain City. 
Central Live Stock, Kankakee............. 
Columbus. Mutual Life... ccscdescsccess 
larmers Live Stock, Des Moines.... 
l'ederal Casualty, Detroit ....... 
Georgia Casualty, Macon 
Home Title, Columbus 
Maryland Casualty, Baltimore........ prohenactadeateraetns 
DNTARTN ONE WONTON fan. oars dared orien wiadialancteea Sees 
Mutual Plate Glass, Sh 
National Accident, Lincoln ........ eam eae tee tala 
Potter Title and Trust, Pittsburgh...... 


Real Estate Title, Minneapolis................-..-. 
Standard Mutual Hail, Des Moines................. 
Title Guarantee and Trust, N. Y... a eke He ace wae 2 
Trumbauersville Mutual Horse, Trumbauersville. .. 
U. S. Fidelity and Guaranty, Baltimore........... 
U. S. Plate Glass, Philadelphia. .......0cccccccccce 


Westchester Title and Mortg., 
Western Surety, Sioux Falls 


White Plains........ 


* Includes capital. 





AMERICAN BONDING STATEMENT 
Oliver F. Roberts Acts in Interest of Policy= 
holders 

Oliver F. 
can Bonding and Casualty Company, has issued 


Roberts, president of the Ameri- 


the following statements concerning its affairs: 

“As president of the American Bonding and 
Casualty Company I feel it my duty to advise 
the public as to the facts which warranted my 
recommending to our board of directors the 
calling in of the Insurance Department of the 
State of Iowa and the appointment of a tem- 
porary friendly receiver to take charge of the 
affairs of the company for the best interests 
of the policyholders. 

“One of my first duties on becoming presi- 
dent was to employ competent and expert ac- 
countants to ascertain the exact financial status 
of the company, requesting that this work be 
accomplished at the earliest possible moment. 
Within six days it was presented to me, a 
statement as of December 31st showing a sur- 
plus slightly in excess of the capital stock of 
the company. The Insurance Department was 
requested to join in this examination and 
carry it on to cover all transactions of the old 
crowd up to the time of the appointment of 
the new officers and it then disclosed ad- 
ditional liabilities which brought about the im-| 
pairment of the capital. Information was 
brought to our attention of contemplated ac- 
tion by certain interests connected with the 
company which would be to the detriment of 
the policyholders of the company and after a 
conference with the Commissioner of Insur- 
ance it was deemed advisable to ask for a 
friendly receiver so as to safeguard and con- 
serve the assets of the company. 

“Briefly, the results of the company’s opera- 


+1 


tion for the year 1920 will speak for them- 
selves, the premium income having been re- 
uced from $2,400,000 to $1,500,000. The man- 
twelve months is far in excess of 70 per cent 
and the cost of adjusting claims was approxi- 
mately 15 per cent of losses paid and in addi- 
tion the payment of large sums for interest 
on borrowed money and attorneys’ fees. 
“The receivers, Alfred Morton, present di- 
he company, and Frank S. Wilder, 


rector of The 
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Admitted Premiums Losses 
Assets Written Paid holder 
$14,179,233 pian $6,136,895 
395,317 274,878 99,02 
7,769 185,85 204,125 
396,445 82 389,631 
Pi  e e 5,707 “< 
$5,566 lf 00 69,96 
2 399,825 26,943 £55,731 
412,303 198 254,06 
501,411 ; ial sie acta 
317,745 oleate pas 926,461 
LOGOS. > wands adie 685,207 
17,704,824 23,254,314 $, 462,163 
211,422 120,573 2,805 49,2 
14,49 118,510 636 
274,791 168,909 f 
1,913,518 p + eT TC ¢ 
261,658 3,742 ans f 
12,27 6,972 19,418 
54,910,083 7$ : aaa $22.8 
33,332 1,472 1,06 
31,433,868 25,060,275 9,657,406 ) 
193,634 104,104 55,537 
L454,4190  swscex ca 1 
431,176 123,12 0,767 





present general manager, by the consent of the 
Insurance Department, are negotiating the sale 
and reinsurance of the outstanding business on 
its books and several companies are now check- 
ing over the business with this end in view. 

“The general agents of the company likewis¢ 
will be permitted to reinsure the business of 
their agencies, if advisable, so that the present 
policyholders will be amply protected.” 

The American Bonding & Casualty of Sioux 
City had a surplus of only $09,400 at the time 
that Commissioner Arthur C. Savage stepped 
in and caused the concern to be thrown into 
the hands of a receiver. This is shown by the 
official report of the company at the end of 
1920 as just filed with the department at Des 
Moines. 





Employers Casualty Officers 


Re-elected 

All old officers and directors of the Michi- 
gan Employers Casualty Company, of Lansing, 
Mich., were re-elected January 26 at the an- 
nual meeting of stockholders held in the com- 
pany’s offices, Wolverine Building. A two per 
cent cash dividend for the quarter was author- 
ized by the board of directors, 

Reports of the officers show that the Michi- 
gan Employers Casualty Company doubled its 
income last year and that the twelve months of 
1920 exceeded anything in the company’s five 
years of organization for business, The com- 
pany, organized about five years ago by Rob- 
ert K. Orr, for writing compensation insur- 
ance only, has since branched out into the 
automobile field. 

Officers for the year are: President and gen- 
eral manager, Robert K. Orr; first vice-presi- 
dent, Clarence E. Holmes; second vice-presi- 
dent, Fred B. Perry; secretary, Harry B. 
Martin; assistant secretary, Bernard V. Smith; 
treasurer, Robert Y. Speir. With the excep- 
tion of the assistant secretary, the officers 
named and B. D. Northrop, A. R. Gillies, A. S. 
Jury and John T. Watkins, comprise the board 
of directors. 


Michigan 


\ bill has been introduced in the Wisconsin Leg- 
islature designed to pay insurance benetits te workers 
during unemployment. ‘ 
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Positions Wanted 











POSITION WANTED 


By a young man with six years’ experience in life 


insurance general agency. At present employed, 
but desires change. Thoroughly competent, 
good references. New York City preferred, but 
would go elsewhere. Address B. F. K. care of 
the Spectator, P. O. Box 1117, New York City. 





Actuarial 


Actuarial 








MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 





FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 








Prominent Agents and Brokers 











LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford — Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 


Fidelity-Phenix 
Insurance Underwriters BROKERS’ LINES SOLICITED 








NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, MGr., ROCHESTER 


J. H. NITCHIE 


ACTUARY 


19 SOUTH LA SALLE STREET 


1523 Association Building 


Telephone, State 4992 CHICAGO 








A Policy Saved is a Policy Made 


THE OTIS HANN COMPANY, lnc. 
10 So. La Salle St. Chicago, Ill. 


“20 Years’ Experience Backs Our Service” 











PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 





W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 








MAJESTIC BLDG., DENVER, COL. 256 BROADWAY NEW YORK 
DONALD F. CAMPBELL W. R. HALLIDAY 
CONSULTING ACTUARY CONSULTING 
76 WEST MONROE ST. CHICAGO ACTUARY 
Telephone, Randolph 918 INSURANCE EXCHANGE CHICAGO 

















GOBRINOS DE EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents 


Box 351 


San Juan Porto Rico 


FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansur Bldg., 
Kraft Building 


Indianapolis, Ind. 
Des Moines, lowa 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 




















J. L. MITCHELL 


lg prepared to successfully negotiate and finance the re- 

insurance or consolidation of either Legal Reserve, Mutual 

Assessment or Fraternal Life Companies, Associations or 

Orders. , 

Temporary money advanced on strictly private 
arrangements. 

All communcations held personal and confidential. 

Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 


JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 

















Actuarial 





* JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 














T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 








FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street ‘New York 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 














F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA ; 











MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 





A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D.C NASHVILLE, TENNESSEE 
10 Jackson Place, N. W Independent Life Building 
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Insurance Lawyers 








IRELAND 
GEORGE McILDOWIE & SONS, Attorneys-at-Law, Bel- 
fast, Ireland. Refer to Equitable Life, Mutual Life, New 
* York Life, Metropolitan, Aetna Life, John Hancock Mutual, 
Illinois Life, Boston Mutual and American Consu. at Bel- 
fast. Cables: MelIldowie, Belfast. 














Insurance Examiners and Adjusters 








BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 


Phone Rector 8591-0538-0652 
INSURANCE ADJUSTERS 


APPRAISEMENTS 
INVESTIGATIONS— ADJUSTMENTS 








COLLISION 
FIRE—THEFT 
PROPERTY DAMAGE 








LOSSES ARE ASSETS 


When handled with proper regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholder if impressed with 
the fa:rness of an adjustment. 


R. L. NASE, 
Adjuster for Casualty Companies 
1110 Mutual Bldg., RICHMOND, VA. 


Liability, Compensation, Accident 
and Health Claims 
TERRITORY: 


Virginia and North Carolina 











WISCONSIN MEASURE TO BE INTRO- 
DUCED 
Insurance 
Mandatory 


Unemployment Will Become 

A bill to compel employers to pay workers 
when unemployed will be introduced in the 
Wisconsin Legislature this week. 


Prof. John R. 


The measure, prepared by 
Commons of the department of economics of 


+t 


the University of Wisconsin, would require 
employers to form mutual insurance companies 
and pay the workers they discharge at the rate 
of $1.50 a day to men and women and one-half 
hat to boys and girls from sixteen to eighteen 


eat 
TI 11 1 : 

unemployed would be entitled to one 

veek for every four weeks of work, with a 

Maximum of thirteen weeks’ insurance, no 


kes or lockouts to count. Farm laborers 
exempt. 


Gearhart, Ohio Insurance Commissioner 
_0overnor Davis of Ohio has appointed Bert 
W. Gearhart, Columbus, O., superintendent of 

For the past two years Mr. Gear- 
the Attorney- 
the insurance 


heen connected with 
office as counsel for 


ing department, 
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Miscellaneous Insurance 

















ON THE PERSONAL SIDE | 





George D. Donahue of Sioux Falls, S. D., 
has been appointed State agent by the Niagara 
Insurance Company of New York. 

Peter C. Given, 74, for the past five years 
statistician in the Ohio insurance department, 
died last week, of a complication of diseases. 

D. C. MacIntyre, superintendent of the 
burglary and plate glass department of the Con- 
necticut Casualty Company at Chicago, has 
been passing a few days in the city. 

Henry G. Eisemann has resigned from his 
position with Fred S. James & Co., and has 
entered the agency of Seaman, Taliaferro & 
Iisemann, Inc., of Hicksville, L.. I. 

C. A. Ludlum, vice-president of the Home 
Insurance Company, will address the Suburban 
Field Club at a meeting in the St. George hotel, 
Brooklyn, on Monday, February 7. 

State Fire Marshal Dykeman of Ohio is in 
Cleveland investigating the fire that destroyed 
the Cleveland Grays Armory. It is believed 
that the armory was fired by radicals. 

C. P. Rockwell has been reappointed actuary 
of the Texas Department of Insurance and 
Banking by Edward Hall of Bryan, who re- 
cently assumed his duties as commissioner. 

H. L. Remmel, nephew of A. C. Remmel, 
has been elected chairman of the Arkansas Re- 


publican State Committee. Mr. Remmel is 
State manager for the Mutual Life of New 
York. 


Ralph L. Colby, manager of the life insur- 
ance department of Cravens, Dargan & Rob- 


erts, Texas, managers of the Northwestern 
Life Insurance Company, of Minneapolis, 
Minn. 


After serving the Equitable Life Assurance 
Society for forty-five years in various capacities, 
T. Wilson has been elected vice-pres- 
ident of the Harriman National Bank of this 
city. 

Robert P. 
British and 
Smoke and 
February 7. 
versary of the organization. 

George T. Sutterley, Jr.. has been made 
assistant special agent of the London Assur- 
ance, with offices in Philadelphia. His terri- 
tory will cover New Jersey, Maryland, Dela- 
ware and District of Columbia. 

Martin W. Morron has been elected marine 
assistant secretary of the 7Ztna Fire Insurance 
Company, being the only change in the officiary 
at the recent annual election. He has been in 
the company’s service for the past eighteen 
years. 

Guy LeRoy Stevick of San Francisco, vice- 
president and Pacific Coast manager of the 
Fidelity and Deposit Company, is at the com- 


(rer rge 


Jarbour, secretary of the North 
Mercantile, will address the 
Cinder Club of Pittsburg on 
The oceasion is the fifteenth anni- 


pany’s home office in Baltimore. He expects 
to be away from the Coast for at least a month. 

Herbert A. Wiley, special agent at Boston. 
ot the Royal of Liverpool, has been appointed 
fire manager of the American Foreign Insur- 
ance Association for China and will have head- 
quarters at Shanghai. He leaves for the Orient 
in March. 

Robert Gambles, manager of the rain de- 
partment of Eagle Star & British Dominions of 
England, who has organizing the rain 
insurance department of the company in the 


been 


inited’ States, returned from Havana on 
Monday. 
J. R. Molonyv, manager of the Aetna and its 


affliated companies at San Francisco, together 
with Rolla E. Fay, superintendent of the cas- 
ualty department, and L. W. Cutler, superin- 
tendent of the surety department, are visiting 
the company’s home office at Hartford. 

Ira I’. Woolson, of the National Board of 
lire Underwriters and Franklin W. Went- 
worth, secretary of the National Fire Preven- 
tion Association, are scheduled to speak at the 
Brick Manufacturers Association convention 
heing held this week at the Hotel rennsylvania. 

C. B. & H. M. Taylor, general agents for th« 
Northwestern Mutual Life Insurance Com- 
pany, Philadelphia, have taken over the terri- 
tory formerly under the supervision of Cole- 
man & Wonsetler, general agents at Norris- 
town, Pa., who have recently resigned as gen- 
eral agents. 

A. F. Dean, who recently retired as active 
manager of the Springfield Fire at the annual 
meeting of the Knights of the Round Table, an 
association of the Western department fire men. 
was presented with a bound and engrossed 
otbum containing photographs of all the mem- 
bers. Mr. Dean was the organizer of the 
association. 


O. F. Roberts Gets a General Agency 

Oliver F. Roberts and B. L. Heath have been 
given a second general agency at Chicago for 
the National Surety Company of New York 
They 
have also been appointed general agents for 
the Great American Casualty of Chicago for 
accident and health business. 


for fidelity, surety and burglary lines. 





Mississippi Lawyers Visit New York 
W. B. Watkins and R. L. 


torneys for the insurance companies in the anti- 


McLaurin, at- 


trust suits brought against them in Mississippi, 
are in New York for the purpose of confer- 


ring with officials of insurance companies. 


CRUM & FORSTER 


GENERAL AGENTS 


95 WILLIAM STREET 


United States Fire Ins. Co., N.Y. 
Richmond Ins. Co., N.Y. 
Potomac Ins. Co.. Washington, D.C. 


F, M. GUND, Mgr. Western Dept. 
Freeport, Illinois 
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NEW YORK CITY 


The North River Ins. Co., N.Y. 
Union Fire Ins. Co. Buffalo, N.Y. 
United States Underwriters’ Policy, N.Y. 


HAROLD JUNKER, Mgr. Pacific Coast Dept. 
San Francisco, California 
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SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 














PRS 
Cn pon 
b ae 


A Michigan Company 


for 


Michigan People 


Detroit, Michigan Liberal Contracts to Live Agents 





ELMER BH. DEARTH Upto the minute policies. Write us. 
President 








SOUTHERN LIFE AND HEALTH INS. CO. 





‘“‘Oldest and Best’’ 


Has openings for good debit men and business 
producers. 


P. O. BOX 884 BIRMINGHAM, ALAe 


THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 
The real strength of an insurance company is in the conservatism of its man- 
agement, and the management of THE HANOVER is an absolute assurance of the 
security of its policy. 
R. Emory Warfield, President 
E. S. Jarvis, Secretary 





Fred. A. Hubbard, Vice-President 
Charles W. Higley, Vice-President 
William Morrison, Asst. Secy. 

Home Office, Hanover Bidg., 34 Pine St., New York 





A NEW BOOK BY 
WILLIAM ALEXANDER 


THE PROSPEROUS AGENT 


Characteristics of the successful life insurance 
solicitor 


Per copy, card board, $1.00 
(In Press) 


Red cloth, $1.50 





OTHER BOOKS BY 
WILLIAM ALEXANDER 


EDUCATIONAL SERIES 
1. What Life Insurance Is and What It 


Does 
Text book, or primer, dealing with the fundamental 
principles on which all sound life insurance rests. 
Price $1.50 
2. How to Sell Insurance 


Primarily for the guidance of inexperienced agents. 
Price $2.00 


3. The Art of Insurance Salesmanship* 
A series of practical hints on canvassing, to stimulate 
the thought of both experienced and inexperienced 
agents. 


*The third volume of this series will be published on or 
about January 1, 1922. 














Live Men Can Double Their Income 


selling our 
MONTHLY PENSION BONDS 
(copyrighted 
Under our Service Pension Contract 


The LaFayette Life Insurance Co. 


LaFAYETTE, INDIANA 


W. W. LANE, Secretary A. E. WERKHOFR, President 








THE PRINCIPLES OF 
SURETY UNDERWRITING 


Third Edition Just Published 
By LUTHER E. MACKALL, A. B., L.L.B. 


An Instructive Work for Surety Managers and Underwriters 


CHAPTER HEADINGS 


FIDELITY BONDS—Public Official Bonds—Court Bonds 
(including executors, administrators, guardians, trustees, re- 
ceivers, assignees), Court Bonds (including all required to be 
filed in course of judicial proceedings)—Contract Bonds— 
Depository Bonds—Bonds of Indemnity on account of lost 
instruments—Bonds on Assignment of Accounts Receivable— 
Qualifying Bonds for Insurance Companies—Miscellaneous 
Credit Guarantees—Internal Revenue Bonds—Custom House 
Bonds—Indemnity Bonds in favor of a Surety Company. 


Bound in Buckram Price $3.50 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: Selling Agents 135 William Street 
Insurance Exchange NEW YORK 











A VALUABLE NEW BOOK 


MARINE INSURANCE 


By Solomon S. Huebner, 
Professor of Insurance and Commerce, Univer= 


This clearly written and comprehensive work 
treats of 
PRINCIPLES AND PRACTICES IN MARINE 
INSURANCE AND ITS FUNCTIONS; TYPES 
OF UNDERWRITERS AND POLICIES; AN= 
ALYSIS OF CONTRACTS AND PERILS 
COVERED; AVERAGE; LOSSES: 
CARGO AND FREIGHT INSUR= 
ANCE, ETC.—WITH FORMS 


PRICE, $3.00 
THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 
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